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Youth Will 
Have Its Way 


Has the Shoe Trade Kept 
Up with the Tremendous 
Progress of Education ? 


OST of the methods of shoe 
Mecrrce to children have not 

changed in the past -twenty- 
five years. There are no outstand- 
ing examples of great study paid to 
serving children with the right shoe, 
at the right time, in the right sizes 
and at the right price. 

There has been a decline in chil- 
dren’s shoe production that certainly 
is not in keeping with the progress 
and prosperity of this country. 

Perhaps what the shoe trade 
needs is a conference on children’s 
shoes—a council of war to awaken 
the interest of the country in a more 
thorough study and understanding of 
the place and purpose of children’s 
shoes. The juvenile end of the busi- 
ness is very much like a step-child 
—not wanted. 

Go into the average shoe store and 
children’s stock is tossed away in a 
corner, no special effort being made 
in proper fit and store service, nor 
is the child given any consideration 
as being an intelligent human being. 
Horses are shod more carefully than 
many children. 

The public itself is at fault. Just 
this week an indignant mother 
grabbed her child out of the fitting 
stool and rushed out of the store, 
because the clerk made the remark, 
“Sonny, I wouldn’t wear these shoes 


any more because they are too 
short.” The mother almost screamed, 
“Don’t put any such ideas in his 
head.” The sale was lost, but not 
before the merchant had delivered 
to that woman a real lecture. It 
was one of the most refreshing ex- 
amples of moral courage in the shoe 
store that we have ever heard. 


HERE is something wrong wher 
the child is led to the store and 
sold shoes, without thought as to the 
wishes of that child for the particu- 
lar shoe that pleases it most. There 
is intelligence in children—a mar- 
velous advanced development that 
adults cannot comprehend. It is 
through the child himself that great- 
er progress is going to be made in 
the shoe business that serves him, 
but it must be through an intelli- 
gent cooperation of the merchant 
with that child, a step by step 
process of education showing the 
logic of not only sizes and width, 
but weights and types of shoes to 
be-worn. 
If you want a good idea of the 


‘magnitude of the children’s business 


of this country look at the immensé 
structure of education built up in 
this country. 

What is the biggest business ia 
the world? Frederic J. Haskin who 


has made a real study of govern- - 


ment from his bureau in Washing- 
ton, says that the biggest business 
of the world is education. 


T has billions of invested capital, 
over a hundred million stockhold- 
ers, with some 28,000,000 workers. 


Its earnings are the betterment of 


youth. © 
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Tunney Devil Dogs as Gifts 


Every Girl Gets a Mascot When She Buys 
“Doggy” Shoes at Burt’s 
HERE must be some method 
of communication beween 
school girls that brings about 


instantaneous acceptance all 
over the country of similar style 


an 


ideas. The outstanding feature of 
the high school girl, private school 
girl, college girl footwear this sea- 
son has been the acceptance of 
walking types of shoes built on man- 
nish lasts, very short foreparts, 
having the feminine back measure- 
ments, and masculine front dimen- 
sions in the wood. 

Some of these shoes are what 
might be termed “circus types.” 
They are unusual shoes and they 
fit into a definite part of the day’s 
program. The girl wears them in 
the morning to class room, and 
sheds them when she goes to sports 
or afternoon affairs, and certainly 
the evening functions. That’s the 
best angle to this new interest in 
“doggy” shoes for girls it makes a 
definite place in the day for these 
shoes. 


“Doggy” shoes for women have 
“barked up” so loudly and attract- 
ively that Boston customers are 
“going wild” about them—and to 
make the picture more perfect— 
are tucking under their arms small 
wooden Tunney Devil Dogs, donated 
with each pair of the new footwear. 
“T have sized in on them twice,” 
said a prominent Hub buyer the 
other day. And you may tell the 
world that no less a connoisseur 
of “What’s what in new effects,” 
namely Helen Ford of ‘The Dear- 
est Enemy’ Company recently 
bought a pair in light blonde shade, 
with copper patent trim, to take 
back with her to Chicago. She 
said that she wanted to show her 
husband something that was really 
different in the animal kingdom.” 


HERE are ten or more color 
combinations carried by the re- 
tail shoe store of E. W. Burt & Co., 
for which the above-mentioned buy- 
er merchandises, as well as selects. 


- 


One of «the very pronounced 
“doggy” types is in a reddish shade 
of tan with a five-link brass chain 
across the tip. These links are 
connected by means of a double 
smaller-sized link, and are fastened 
to either side of the shoe by two 
very small loops of leather. The 
woman who wishes to be “ultra 
smart” wears the shoes just like 
this for a while. The bet among 
the retail shoe salesmen is that 
she will “cut loose” from the chain 
just as soon as she wants the 
shoes shined, for although the 
brassy leash is not very tight, yet 
the bootblack might find a little 
difficulty with the polishing of the 
shoe and the metal at the same 
sitting—and, moreover, the novelty 
of the glittering brass will by that 
time have worn off, argue the store 
foot fitters. However, that remains 
to be seen. The chained tip cer- 
tainly caters to the extreme of the 
“doggy” style taste. But there are 
other patterns less pronounced. 
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For instance, an oxford, 
with blind eyelets, in a 
stroller tan grain with 
pinked top, including the long 
tongue, and low heel, of 8/8, 
height of course, as all “dog- 
gies” have inch heels. 


N addition to a free wooden 

dog with every pair of 
shoes, there are scarfs 
with appliqued figures of 
dogs. These scarfs are re- 
tailed at a good profit, and 
their sale is stimulated 
through the “dog ensemble” 
idea. This “snappy” style 
in “doggie” footwear has ap- 
pealed to the flappers, as 
well as to the more conserv- 
ative college girl, who likes 
them, because they are, not 
only distinctive but prac- 
tical with their “sensible 
heels,” broad toes, and good 
wear. .The older women buy 
them in the more subdued 
models for walking purposes. 
and thus does the “dog” in 
the new shoe style suit the 
whole feminine family. 

However, the chief cus- 
tomer for the “doggies” will 
always be the young girl of 


of girl, who wants foot com- 
fort, a shoe broad at the 
heel and base, despite the 


gym work. The girl with the 
sport sweater of bright hues, 


the wearer. The athletic 
type of American girl has 
read somewhere that there is 
a personality all her own in 
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THE “DOGGY” AGE. 


The Spirited Daughter of the Day Who Buys 
More Footwear and Fixings Than Any Other 


Member 4f the Family. 


She is princess of the public purse. Some 
shoe men throughout the country are capturing 
her trade, not only with “doggy” shoes, as 

‘ shown on the opposite page, but with a Tunney , 
14 to 18—the athletic type devil dog (the mascot: of the marines) that she stock. Our own organization, 
puts under her arm when she walks out of the 
store. The merchant refuses to wrap it up— 
“ she must carry it as is. It becomes, therefore, 
with suaw acer ees cane a walking advertisement of the store, and when ably not more than 250 pairs 
it gets to her room all the rest of the girls 
want a similar mascot. 
‘ : She has around her neck a silver and gold 
— ar megs AO cn vg dog collar, also furnished by the retail shoe 
bosin ane off by the milliner merchant. If she fancies to go still further in 
: é his “doggy” age, there are scarfs in color with 
especially to suit the face of this se, 
. nifty cutouts of dogs made up in slunk calf, 
each dog in natural colors, and in a smart pos- 
: age to all the shoe stores 
ata Bexirgroiy kee she favors appears on the proper in Miami will exceed 
: If you look real closely you will see a brace- . : 
the new sport styles, in which let of leather te harmenise with the dex collar. nity is recovering rapidly and 
shoes play so important a : rebuilding. Business is quite 
part. She wants shoes as That’s carrying the dog to the limit, although good and prospects for the 
Apel ice . it is said that school girls in the western con- P ” 
dressy” as mother’s, but oh, ircuit caring th athieth, future are very bright. 
ae seas nartiiensp New YorK—Advices re- 


so much more sporty, for Hot dog! 


mother cannot be expected to 
dress just like her daugh- 
ter’s “younger set,” and 
daughter is a pretty good follower 
of the fads of her college compan- 
ions. 

With alligators and ostriches and 
water snakes, the young miss of 
1926. has become very well ac- 
quaiated, and now that all of these 
reptiles, and great bird itself, along 
with the old calf, and kid, and goat, 
have all been turned into “the dog,” 
the conversion is too strong and too 
strenuous in its appeal for the lit- 
tle lady of the fall and winter of 





1926 to resist. Result—shoes with 
dog, dog, and more dog! 


Shoe Trade’s Losses in 
Miami Disaster Small 


The retail shoe trade in Miami, 
Fla., suffered only slight losses in 
the hurricane ‘which swept through 
Southern Florida recently, according 
to a telegraphic report to the Boot 
AND SHOE REcORDER from David L. 








O’Berry, president of the 
Miami Shoe Retailers’ Asso- 
ciation. ' He estimates the 
total loss to shoe merchants 
in the vicinity of Miami at 
not more than $20,000. 

Here is Mr. O’Berry’s re- 

port: 
“The damage by hurricane 
to Miami shoe stores was 
comparatively small. Sewell 
Brothers had no damage at 
all in their Miami store, al- 
though there was some dam- 
age in their Miami Beach 
store and warehouse by water. 
Burdine’s building was dam- 
aged by wind and water, but 
the chief destruction was to 
plate glass. There was no 
damage to the shoe depart- 
ment. Cowen & Nankin had 
a considerable amount of 
stock. water soaked, but will 
be able to salvage about 90 
per cent of it. Harry K. 
Grove had no damage and 
Kromer Cassell no damage in 
the shoe department. 

“There was _ considerable 
damage to the windows 
throughout the building of 
the Miami Shoe Store, but 
practically no damage to 





























































O’Berry’s Shoe Stores, suf- 
fered no damage in the main 
store or warehouse and prob- 


were ruined by water in the 
Buena Vista store. Henning’s 
Miami Beach store suffered 
only broken windows and 
slight damage to rugs. A few 
pairs of shoes in the windows 
were lost. 

“I do not believe the dam- 


| 


ceived here by Mr. Pape, 
of Henning’s, report little 
damage to the Henning Boot 
Shop at Miami Beach as a result 
of the hurricane. Two of the Hen- 
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First Steps in Walking 


Some Real Advice from the Shoe Man 


The retail shoe merchant rend- 
ers real service when he tells the 
mother of a babe in arms what to 
do in the first few steps of an in- 
fant. 

Allow infant to begin walking 
only when ready of his own accord. 
The bones and muscles are still 
weak and may be injured by too 
much work. 

Do not allow a young child to 
walk beyond his strength. 

Allow infant to walk barefooted 
whenever conditions are favorable. 

Allow infant to walk naturally, 
toe straight ahead. 

Bathe and dry feet thoroughly 
every day. Trim toe nails straight 
across to avoid ingrowing nails. 


STOCKINGS: 


Wear no stockings or bootees un- 
less for warmth. 

Have stockings or bootees large 
enough for free toe action, one- 
half inch longer than foot. 

Discard stockings which crowd 
toes. 

Select cotton stockings unless in 
a very cold climate, when wool is 
preferable. 

Wool stockings should be kept in 
size and shape by careful washing 
and drying -over a stocking mold. 





SHOES: 


Select soft-soled pliable shoes 
shaped like natural outline of 
baby’s foot. 

Select shoe with roomy toe—the 
moccasin type is good. A shoe may 
have the correct shape, length and 
width, but crowd the toes, due to 
a skimpy upper. 

Have shoe 1 inch longer than 
foot and % inch wider; better too 
long than too short. 

In case the heel rubs, the counter 
may be padded by gluing in fitted 
pieces of chamois skin. 

Rest feet during the morning as 
well as during the afternoon. Over- 
fatigue hinders muscular develop- 
ment. 


Hornung to Sail Around 
the World 


TERRE HAUTE, IND.—Otto C. 
Hornung, proprietor of Hornung’s 
shoe store of this city, plans to for- 
get the retail shoe business and take 
a well earned vacation. Accompanied 
by his wife, he will sail from New 
York Dec. 2, on the Empress of Scot- 
land for a tour around the world. 
The trip will take about four and 
one-half months, during which time 
the business will be in charge of Mr. 
Hornung’s son, Ray Hornung. 


_A Doll That Lives in a Soft Sole Shoe 


In the American home, the baby 
reigns supreme in dainty, yet 
thoroughly practical, footwear. 
From left to right—A soft sole in 
slunk* skin of “bossy” brown and 
white; an “intermediate” sole in 


simulated alligator; a white chin- 
chilla, fur-lined carriage boot, and 
a “moleskin” pink _satin-lined 
“bunny” houseboot for the little 
queen, or king.. This shoe wardrobe 
is appropriate for both. 
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L. H. Gilson Off on 
European Trip 


BostoN—A dinner was tendered 
to L. H. Gilson, sales and advertis- 
ing manager of the Barbour Welting 
Co., Wednesday evening, Sept. 15, 
by his associates prior to his de- 
parture on a business trip to Europe. 
The dinner was held in the main din- 
ing room of the Boston Chamber of 
Commerce. 

Mr. Gilson, who will visit the Lon- 
don Fair, opening Oct. 4, was the 
recipient of the well wishes of the 
entire organization for a pleasant 
and successful trip. He will call on 
the English representative of the 
company at Leicester and then visit 
the shoe manufacturing centers of 
England. His itinerary also calls 
for a brief trip to the Continent. 
He sailed on the Berengaria Sept. 
22, and expects to be absent about 
six weeks. 


*“*Prisoner’’ Hiker Returns 


BrocKToON—Surviving a hike from 
this city to Chicago and return, in 
addition to devious detours to 
Philadelphia and the Adirondack 
country en route and on the way 
back, John Sheehan, who wagered 
he could walk to the Windy City and 
return garbed in a prisoner’s suit 
and earning his way by singing the 
“Prisoner’s Song,” arrived back in 
Brockton this week with his three 
pairs of shoes having their original 
soles still intact. The shoes, fur- 
nished by the Doyle Shoe Co. of 
Brockton, covered a distance of 4000 
miles. 

Sheehan, popular in this section 
as a tenor singer, made a wager of 
.$500 with a Brockton merchant that 
he could make the trip in three 
months. He arrived back inside the 
limit by a day. The shoes provided 
by William E. Doyle of the Doyle 
Shoe Co. stood the test well, only 
one of them giving indications of 
breaking through the sole. All 
three pairs were taken out of the 
regular stock. 


Discuss High Heels for Men 


ROCHESTER—Local shoe merchants 
who attended the convention of the 
New York State Retail Shoe Dealers’ 
Association are divided in their 
opinions regarding the possibilities 
for sales of men’s footwear with the 


new high heels. Several merchants 
have already placed orders for men’s 
footwear with the new high heels 
and expect to do business on these 
numbers. 
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Details of boys’ shoe construction: 


Blunt Toes for Boys 


Is the Heavy Built Shoe Sweeping 
All Other Types Aside? 


HE big point in boys’ shoes is 
the type of last and the trend 
this season is best told in a little 
story of a bunch of salesmen arguing 
with a manufacturer as to whether 
the merchants would call for bal- 
loons or a somewhat rounded, custom 
toe in boys’ footwear. 

The argument was very spirited 
and the manufacturer finally said, 
“You fellows all seem to be in agree- 
ment and I’ll put the broad shoe in, 
but I bet we don’t sell ten thousand 
pair of them. So convinced am I 
that T’ll buy hats for the crowd.” 

Last week he wrote to his sales 
staff a letter and said, “Drop. into 
the nearest hat store and buy’ the 
hat that pleases you most and send 
the bill to me. You fellows won. We 
sold over twice the quota on balloon 
shoes, and it looks to me as though 
the boys of this country want brutal- 
ly blunt toes jazzed up.” 

Style certainly has made its im- 
print on boys’ footwear for fall and 
winter selling. Never has the trade 
seen such a demand for heavy 
weights, tap soles and novelty 
trimmed shoes. The boys’ shoes of 
this season are built heavy, harness 
stitched, perforated and punched, 
with upper leathers heavier than 
ever, massive soles, fancy extra taps, 
and heavy block heels. A bunch of 
boys on a wooden walk make a noise 
greater than a hitch of mules going 
over a covered bridge. 

Tan shoes are trimmed with 
colored stitchings and black shoes 
have all sorts of fancy pinkings, 
double toe caps, and everything to 
make them look heavy. The boys 
themselves are calling for these 
shoes. Watch the increase of blacks 
in boys’ shoes—the proportion is in- 
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How They Se | 


P anntere the answer to the great question, “What 





makes ’em buy?” is contained for many merchants 
in this collection of printed selling that has been 
done. 

As O. H. Cheney, vice-president, American Exchange- 
Pacific National Bank, New York, says in Nation’s 
Business, “The old competitive methods ranged from 
price-cutting to arson, including slander, bribery, espion- 
age, man-stealing and fomenting strikes. Competition 
was competition in those days. When two competitors 
Tots of from one to three get special treatment at the happened to meet in the same room it was against busi- 
ES SF. Sy See See ness ethics for more than one to be able to leave the 
room unassisted. But nowadays, in these wishy-washy 
times, when two men in the same line meet, they start 
talking about cooperative advertising or standardizing 
| tei: ee Boys’ shoes sizes, eliminating unnecessary styles, uniform cost ac- 
that are not counting or standard terms to the trade. And, if cer- 
P tain senators from the Middle West are not within ear- 

afraid of hard wear shot, they may actually talk of a merger.” 





Setar nee O with “The New Competition” thus acknowledged 
may 3 retratY the renter our by big men it is a signal procedure to put before all 
merchants the methods used by the most successful. 
Rather than hurting the individual it brings up the 
standard of business and everybody benefits. 
A deal of common sense is put into a little space in In viewing the advertising of the country with its 
this advertisement run by Edwards of Atlanta, Ga. many aspects and phases it is sometimes hard to pick 
out very definite points that can be used by the trade, 


| but in the following there is a sermon which expresses 
“€ CHILDREN’S F E E T rs the thought held by most merchants and which plainly 
DESERVE THE MOST shows the constructive work being done nationally in 


CAREFUL TREATMENT __| ‘2 <tilsrens devartments. Campbell-Hathaway Co of 
Uniontown, Pa., are the authors of this, “We have paid 


“ Natare i» & taskmistress who lays down particular attention to the shoe problem of growing 
certain laws, vi tor which causes trou- 

ble Children’s feet should. have especial care ie s +> =a highly important that the girl’s foot 

in order to avoid crippling deformities in later . 

years. receive the proper support and that the shoe fit perfectly 

ee and comfortably. Otherwise the foot will not grow 

More than a mouthful is contained in the above from Shapely and strong and various foot troubles may de- 

Edmonston & Co., Inc., of Washington, D. C., advertise- velop in later years. Bring your girls to us for foot- 


— _. ____u—.- wear and you will be sure of the proper shoes for them.” 

| sage irid There are a great many variations in the matter of 
You Love Her—Are You Buying presenting this line of reasoning as, for example, when 
‘Her the Right. Shoes? Hess of Baltimore says, “The Protective School Shoe 

for Children” and Hausman of Newark spends money 


























F your daughter devel . 
I ture as a regult of tho sntan aha Weare tsdans ws ons om _ to put forward the idea of, “Start your children off to 


r i \. 
To school correctly shod in a pair of Tru-Tred Shoes, a 


name long associated with the best in children’s shoes.” 
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There’ lace timent in children’s adver- 
idien. This ad tg ag Cantilever ‘Shoe ie E Cantilever Shoe puts a direct question to parents 


proves thi like this, “What chance has she (meaning the girl 


iii whose picture appears in the advertisement) to grow up 
Ta ; | with a perfect foot?” and then continues with the answer 
entire 








Serrectigucegm Resdeto toe, . Ana. shell spend the & ont as follows, “Judging by experience, might answer that 
vou ce this little girl has no chance whatever to reach woman- 
or 92 : hood with her feet in the perfect form and condition in- 

ae Plus Comfort” is the slogan of Fashion tended by nature. The foot health of this girl and all 


ap Convert, Ine. Ev p+ gual dears other children lies in the keeping of mothers and fath- 
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DEL hildren’s Shoes 


ers. Nature wants all children to grow up with perfect 
feet. Barefooted they would; but living in shoes, it 
depends upon the shoes.” 

There is enough in this advertisement to cause a mer- 
chant in search of a method of “making ’em buy” to 
stop and formulate a plan whereby the right argument 
is used to bring parents to the realization of their duty 
in connection with providing proper footwear for their 
youngsters whose future depends upon the exercise of 
extreme judgment now. 

The Miller Shoe Co. of Kansas City, Mo., goes before 
its public with the statement, “Young feet need proper 
support that they may develop normal and healthy. 


They receive special attention in our store and are cor-— 


rectly fitted.” 

The Philadelphia Shoe Co. of San Francisco says, 
“Good shoes. are as necessary for growing youngsters 
as good food and good tuition—50 years’ experience is 
back of these new fall styles.” 


N all of the advertisements covered in this search 

for new and interesting angles on methods of selling 
more children’s shoes right there is one very interesting 
fact which all merchants ought to consider in planning 
their advertising. In every advertisement, with only a 
rare exception the price of children’s shoes was shown 
in type not above 14-point. The size 10-point appeared 
regularly enough to be called the average almost. 

Salesmanship in children’s advertising is crowding out 
the always weak bait of price. There are so many im- 
portant requisites in children’s shoes that price becomes 
lost to the view—at least in the advertising. Old ideas 
are getting it in the neck every day. 

This sub heading ought to read, “the absence of the 
child appeal” for the number of stores offering anything 
to the child is almost negligible. Perhaps it is because 
of a lull before the time when gift-giving is more in sea- 
son, but it is rather to be thought that just now there 
are more important things, and as newspaper space costs 
money, no room is left for mention of gifts. 

There is, however, one very interesting advertisement 
being run by T. J. Reid Shoe Co. of St. Louis on Log 
Cabin Shoes. The story is shown in an excerpt from this 
advertisement appearing elsewhere on these pages. This 
log cabin that the shoes are packed in serves a double 
purpose and proves very acceptable to customers inas- 
much as it actually does the duty of a toy for the chil- 


dren. 


HERE is some very interesting reading in the illus- 

trations that have been clipped from ads as they are 
running in the papers today. And all this goes to prove 
that anything constructive is worth while. It must be 
else why would merchants thousands of miles apart be 
using the same tactics in getting business. There’s a 
lesson in it for cap man. 
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Here are school shoes especially adapted to grow- 
ing feet, yet as smart in fashion as grown-up styles. 
Shoes with an abundance of wear! Wisely made 
to withstand rough treatment. 











Cammeyer, of New York City, emphasizes shoes 
especially adapted to growing feet 


me 


STURDY AND HONEST 









rg HIS is the Log 
Cabin Playhouse 
in which Log Cabin 
Shoes are packed. 
Children can have 
loads of fun with this 
attractive souvenir. 












Here is a gift that wili prove a sales builder. Practical 
and attractive; leads other merchants to originate some 
equally profitable scheme. In ad run by T. J, Reid Shoe 


Co., of St. Louis, Mo. 


GOOD Aces important 
SHOES 1: Sed Teacher 


During early formative years correct shoes have had much to 
do with the child's development, both mentally and physically. 
Children whose shoes are fitted at OUR ma adhagy m3 regularly never 
know foot ailments that are caused by shoes less carefully fitted. 










A straightforward statement backed sound 
logic appears in ad of Howard-Pearse Shoes of 
Davenport, Iowa 











It makes a great deal of difference what 
shoes your children wear to school. They 
can study well when their feet are shod in 
good-looking, well-fitting shoes. 








The child’s brain is given consideration in 
Coward ere caries appearing in pean, 
ass. 








 concticiinssikidibialieeimmcmmaamiaam 


Good leather shoes have ‘bend’ outsoles. The balance of the 
hide belo 1g9 in insoles, counters and heels. These shoemak- 
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THE RECORDER CREED: Getting 
More Shoes Sold Right; not only “more” 
but “right”; sold for the right purpose, 
to the right wearer, in the right fitting, 
for the right price, at the right profit. 
SF is the _— gv of the a 
shoe merc q chie, e oO 
“The Boot and Shoe en help 
solve it; for this is the basic prob 
upon which depends the progress of the 
entire allied industries relating to shoes 
~< leather, their production and distri- 

tion. 








What Is “Public Demand”? 


T has become a habit to say, in extenuation of 

some piece of folly in merchandising, that “The 
public demands it, I have to listen to the popular 
demand.” 

Just what is this so-called “Public Demand”? 

Do the people actually march into stores and de- 
mand certain things? Have you ever heard of a 
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public indignation meeting held in protest of mer- 
chants declining to stock certain merchandise? 
Have you ever seen excited women parading the 
streets with banners and transparencies “demand- 
ing” extreme high heels, narrow toes, jazz style, 
or any of the stuff we see stocked? Some mer- 
chants seem to feel that one inquiry for an unusual 
style constitutes a “demand.” 

Did people hold meetings, present petitions, file 
protests, cry aloud for patents? Not so that any 
one could notice it! The women are ready for 
something new. They had been wearing blacks 
for some time. They are ripe for a new style, for 
new materials. Had the merchants been wise 
enough, brave enough, they might have withstood 
even the tiny little “demand” and prevented a re- 
turn of the black craze. 

Here is an explanation for the sudden and start- 
ling “demand” that the merchants mistook for a 
great and overwhelming popular clamor: 

Certain women, buyers for steres in various 
cities of scattered localities, milliners, tourists, 
chance visitors to New York City, saw in a Fifth 
Avenue specialty shop a novelty shoe in patent 
leather. With the very human desire to wear home 
something from Fifth Avenue these women pur- 
chased a pair of those novelty blacks! They wore 
them home proudly. On the trains en route they 
displayed those new shoes to many envious and ad- 
miring eyes. Arrived at home they spread the 
fever. All their friends and intimates were in- 
vited to look at “my new shoes, bought on Fifth 
Avenue, while I was in the city.” 

At once the feminine population of various and 
sundry towns and cities began to inquire of shoe 
merchants if black were to be worn again that 
season. Then and there the shoe men were given 
their great opportunity to dominate the situation— 
a first class shoe store is the arbiter of styles in 
any town, if the boss has courage to stand pat on 
his stock all blacks might have been definitely 
checked. But, sad to say, the shoe men stampeded. 
They construed the “demand” according to their 
fears—and weakened. The result is well known 
—less pairs sold. 

Today any group of high class stores can domi- 
nate the style situation in any city or town. Re- 
cently a smart shoe.man said: “This store and 
two others (mentioning his leading competitors), 
could dictate the whole style game in this town. 
But, do we do it? No, we do not. We are too 
scary. We are afraid of the other fellow. We 
fear that he may get a few sales away from us. 
We might organize for mutual benefit. But I don’t 
think we will. Human nature is all against it. 
Selfishness and greed will prevent us from doing 
the things we should do.” 

How about your town? Are your fellow mer- 
chants like that? Are you all afraid of one an- 
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other? If a woman came into your store tomorrow 
and asked for a pair of pink bat skin dancing 
pumps would you take that to méan a demand for 
pink bat skin and begin wiring shoe manufactur- 
ers for samples? Or, would you have the sanity 
to say that such a shoe would be out of the question 
and sell her something you. had in stock? } 

If that small shop that makes so much trouble 
down the street should pop out with some outra- 
geous style tomorrow let him go to it. Let him 
“strut his hour.” You stay off and play the safe 
and sound: policy of selling what you have and 
quit dreaming of myriad styles and .fabulous for- 
tune. 

The styles you own are good styles. Sell them 
as such. Heed no demands that are not based on 
fact and figures. Know for sure before you take 
the hurdle that there is no water hazard beyond it. 
“Public demand” is largely a myth. 


More Effort Needed 


E beeyer are not as they should be in the juven- 
ile classification of footwear—there is a slump 
in production which must come from a correspond- 
ing decrease in merchandising. 

The introduction of more style in women’s shoes 
may in part be responsible—for the sizes of grow- 
ing girls’ feet and adult women overlap—the buy- 
ing being made on the types more interesting to the 
young girl, who by her feet steps up into the other 
division. This is true in part, but how about the 
losses in boys’ shoes and even in infants’ footwear? 
Think it over! 

Statistics compiled by the United States Govern- 
ment show a steady decrease in the production of 
children’s footwear in this country. . A. steady 
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decrease in production necessarily means that - 


there has been also a decrease in consumption— 
that the number of pairs per child per year has. 
been undergoing a gradual shrinkage. 


é 








The population of the United States in 1926 is 
estimated by statisticians of the United States Cen- 
sus Bureau to be 115,467,000 in round figures. 
In 1925 it was 114,031,000, also in round numbers. 

This represents an increase of well over 12 per 
cent. 

Going still farther into the statistics of the in- 
dustry, taking into consideration not only the act- 
ual decrease shown in a comparison of pair produc- 
tion, but also the more than 12 per cent increase in 
production, the theoretica) decrease in production 
of these classifications is shown to have been as fol- 
lows: Boys’ and youths’, 9.65 per cent; misses’ and 
children’s, 6.36 per cent, and infants’, 2.06 per cent. 


American Thrift Increases 


ROM a “nation of spendthrifts” we are be- 
coming a nation of thrifty and saving habits. 
Savings bank deposits increased 100 per cent from 
1910 to 1925. Building and loan association as- 
sets increased more than 400 per cent‘in the same 
time! The exact amount of building and loan as- 
sets in 1925 were $4,765,937,000! Employees of 
the Bethlehem Steel Company subscribed to $17,- 
000,000 worth of the company’s stock, of which 
more than $7,000,000 has actually been paid. 
Pessimists! Step up and take a look at the fig- 
ures and then say if you can that the country is 
going to the dogs. 


Pick Definite Styles 


E.are entering not only the period of beauty 

‘in footwear, based on good taste, but a period 

wherein the successful shoe must be PRACTICAL; 
mere beauty, or originality, will not suffice alone. 

But do not get the idea that all that is necessary 


..s for successful shoe designing is merely the ability 


Take the comparison, for instance, between the” to sit down and pencil out néw ways of chopping 


January to June period of 1925 and the same period 
of 1926. In 1925 there were produced in the 


United States 10,346,061 pairs of boys’ and youths’. 


shoes; 20,453,193 pairs of misses’ and children’s 


shoes, and 12,599,193 pairs of infants’ shoes. In: 


1926 the figures show for January to June, 9,505,- 
819 pairs of boys’ and youths; 19,363,311 of misses’ 
and children’s, and 12,416,799 pairs of infants’. 

This shows an unhealthy decrease in all three 
classifications, amounting, in percentage, to 8.11 in 
boys and youths, 5.33 in misses and children’s, and 
1.45 in infants. 

But this tells only part of the story, as in that 
epace of time there has been an increase in popu- 
lation and the proportionate decrease in produc- 
tion is shown to be even greater when the increase 
in population is taken into consideration. 


up leather into fancy shapes. From that notion 
spring the “freak” and all other shoe lunacy. 

It sometimes happens that the more originality 
there is in a new style, the less of either beauty or 
practicality. Look to the practical first; then the 
intrinsic beauty and good taste; if all is well so far. 
then it will not matter whether the style is dis- 
tinetly original or is miade fresh by being a revival 
of some former creation, coming uppermost again 
in one of the never-ending cycles of fashion. 

The features of a style include not only the ma- 
terial and pattern, but also the thread and stitch- 
ing, the kind of heel, the thickness and trim of” 
sole, the kind of adjustment—every detail must be 
chosen with a view to producing an epprapeiately on 
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A BABY’S DAY IN SHOES 









From 8 to 10 A. M. 


The powder puff idea in 
soft soles, in colors and 
something to start the 


baby’s day and delight. 










From 10 to 2 P. M. 


Exceedingly soft skins 
are printed in reptilian 
grains and the soft soles 
made therefrom are very 
distinctive. 












From 2 to 4 P. M. 


To creep is to explore 
mew territory and a 
moccasin boot effect in 
colored kid with colored 
lace is for the next step 
of the day. 



















From 4 to Bedtime 
High fluffy chinchilla 


boots are the final cover- 
ings of the day for his 
or her Majesty the Baby 


in tinted colors. 


fen 

IVIDING the day is to mul- 
tiply the uses of footwear. 
Why not start with the first foot- 
wear of childhood and see if the 
plan of putting more pairs onto 
human feet by utilizing the time, 
the place, and the purpose. The 
greatest advance in footwear has 
been made in the gift footwear divi- 
sion termed soft soles but covering 
everything from hand made lace to 
printed leather. For the holiday 


season—more soft soles are needed. 
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A CHILD’S DAY IN SHOES 


From 8 to 12 A. M. 
Girls : 








The day complete may 
need four pairs but the 
distinctive numbers for 
this age—from four to 
eight years old, is the 
fancy oxford—this sea- 
son in patent to supple- 
ment the tan school 
oxford. 













From 12 to 6 P. M. 
Girls 






The other patent num- 
. ber in irridescent leather 
with an overlay in brown 
to serve as a party shoe, 
for the girls of “this age 
are beginning to step 
along socially. 














From 8 to 12 A. M. 
Boys 





The lad of any age be- 
tween four and eight 
wants a touch of style 
and here it is in a Scotch 
heather tongue—with or 
without the buckle and 


strap. 













From 12 to 6 P. M. 
Boys 





For sport wear the na- 
tional favorite is the 
mocassin type in smoked 
horse, elk leather or side 
leather in brown, tan or 
the new red shades. 







* 7 HE intermediate grades in 

children’s footwear need 
more trade attention. The design- 
ing art falls short in the smart 
period wherein the child knows its 
own mind and wants not only shoes 
for kicking but with a “kick in 
’em.” The tan leathers lead in the 
medium shades. Lace and bluchers 
fifty-fifty, and the only trade diff- 
culty is in getting the price—but 
style will do it. 

























From 7 to 12 A. M. 


A blucher to start the 
day in medium tan 
leather on a last that is 
full and free in fitting. 


From 12 to 4 P. M. 


The double decker—tap 
sole and novelty heel— 
with two pinked tip lines 
and the new streamline 
quarter in shoes; tan or 


black. 


From 4 to 6 P. M. 


Sometime soon the more 
rounded toe with a little 
more shaping to the last 
will come into the boy’s 
trade, following the lead 
in men’s shoes. Perfect 
balance of foxings in 
chis number. 


From 6 to Bedtime 


The plain toe oxford for 
the young fellow that 
steps out to his first real 
party is a big thing in 
his life. Why not a 
touch of a fancy saddle 
—plain but giving two 
tones of leather in the 
shoe. 
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A BOY’S DAY IN SHOES 


HE boy’s business in shoes is on the 

mend—due to the new styles in 
heavy, tap soles and fancy trimmed ox- 
fords. A greater progress could be made 
if every boy was compelled to shine his 
shoes. The condition of unshined shoes 
is national, therefore, select high gloss fin- 
ished leathers in the medium tans. Blacks 
in high lustre leathers are with us for the 
next season. The tanner is giving the 
shine. He may not change his shoes four 
times but he sure likes to own four pairs. 
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A GIRL’S DAY IN SHOES 


From 7 to 12 A. M. 


A day’s beginning is 
usually in smart dress and 
footwear—therefore, we 
show a patent with co- 
lored kid strap and side 
design, for the center 
strap is leading. 















From 12 to 4 P. M. 


Some girls may now be 
ready for the tricky style 
of shoe—this one has a 
slave bracelet in metal 
across the tip. Two tones 
of tan calf leather. 













From 4 to 6 P. M. 


Afternoon has a new dis- 
tinction to most girls— 
they dress for it and we 
show a black calf doggy 
shoe with colonial buckle 
and tongue with strap 
adjustment. Printed 
leathers blend well with 


smooth finishes. 


















From 6 to Bedtime 


Some girls prefer satin, 
others kid or patent, but 
here we have a gold 
trimmed step-in with 
gore control. 













HE young miss who, by her size, 
fits into either growing girls or 
misses’ or ladies’ shoes has a wide selection. 
Keep her in the lower heels and give her 
the best of fitting. Her trade is best of 
all, for she knows how to dress for every 
occasion, and footwear is her real delight. 
The day divided by‘the clock means some- 
thing in her life and every store should give 
her the best of everything. Many a 
grown-up lady steps down into this grade 
of footwear if for no other reason than to 
try to “hold to youth.” 
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Sister Needs 
More Shoes 


She Budgets Her Wants and 
Dad Falls for Her Business- 
like Methods 


By Helen M. Haney 


HE uncertain method of giving 

a girl an “allowance” which was 

mostly “spending money” and 
then she had to beg for “clothes 
money” has given way to a more 
scientific method of “budgeting.’”’ The 
young girl in her course on Social 
Economics is taught to budget. She 
makes a list of what she has to have, 
and the budget is so business-like 
that father pays without protest. He 
is being given some of his own busi- 
ness methods and can’t resist the 
argument. : 

The old, uncomfortable days of 
asking “the old man” for enough to 
buy a pair of shoes has given way to 
the very practical method of budget- 
ing clothes over a season. The 
young girl may not buy it all at one 
sitting, but she knows precisely 
where the shoes fit into the picture 
and into her pocketbook. 

The high-school miss and the col- 
lege girl are among the retail shoe 
store’s very best friends. All you 
have to do to prove it is to “try ’em 
out.” Those merchants who have 
catered to this trade have found that 
it pays to do so, and they say that 
the best-spending ages are from 12 
to 18. Let’s listen in to the con- 
census of opinions of a group of 
good merchandisers interviewed: 

For the last ten years, with grow- 
ing brevity of skirt and more promi- 
nence given shoes, the young girl 
has had the adornment of her feet 
very much in mind. She has seen 
pretty shoes and hosiery ever since 
she can remember. It was not so in 
her mother’s girlhood, when shoes 
only “peeped out” from ’neath the 
skirt like “frightened little mice.” 
Mother has had to learn the lesson, 
in later years, of fashionable foot- 
wear. It has been a difficult task 
in many cases, this education of 
hers, for what we are taught in our 
youth usually remains with us ’til 
the end of the chapter. The text 
“Boots Are Just Feet Coverings” is 
not as good a trade slogan as “Beau- 


tiful Faces Need Beautiful Shoes,” 
or “Shoes Are an Important Part of 
the Costume Ensemble.” 

From babyhood to growing girls, 
the little lady of today trips along 
beautifully shod. When she arrives 
at “Sweet Sixteen,” she has a mind 
of her own, for she reads the latest 
fashion reports and notes what her 
stylishly dressed big sister wears, 
from top to toe, at school, at the 
games and at evening dance. She 
takes fashion flashes at the movies, 
too. And so she has already made 
up her mind that this season color 
scheme is an important note in the 
ensemble. 

The dominant thought of the sea- 
son with the girl of 12 to 18 is color, 
with shoes as the accessory that 
must fit in modishly with the ensem- 
ble. The girl of today has long been 
accustomed to observing style ten- 
dencies and interpreting these style 
tendencies in the most becoming 
manner to her feet, as well as to her 
face. She applies the rule of rela- 
tivity—of gown to shoes and ho- 
siery, and their effectiveness with 
her new hat, which, like her shoes, 
are bought for the occasion, and 
fitted in the most approved manner. 

If the idea is conveyed to the col- 
lege girl that the shoe merchant can 
perhaps help her to spend what she 
can spend for footwear more effi- 
ciently and wisely; that he has accu- 
rate and authoritative advice on 
correct clothing, which includes 
shoes and hosiery, and the relation 
of the latter to gowns and hats, she 
will look with favor on his footwear 
budgeting plan, with shoes enough to 
last her from now until the bell 
rings out vacation days in June-time. 
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>» A GIRL’S SHOE NEEDS IN 
BUDGET FORM 


If a young girl is given a 
budget amount each season 
(she may be in high school 
or in college) she should be 
taught by the retail shoe mer- 
chant that she can, with 
economy, and in the interests 
of her health and good dress, 
devote 20 per cent of this 
amount to stylish, well-fitting 
shoes; and that, by the same 
token, she should devote at 
least 4 per cent of her ap- 
parel budget to hosiery. 
COLLEGE GIRL WARDROBE 


For class room wear with 
black ensemble — black 
one straps, low heel... 

For class room wear with 
brown ensemble—brown 
lizard trimmed oxford, 
medium heel 

For general wear—step-in 
in suede and b 


$8.00 


dium heel 

For special day, or after- 
noon, wear— pumps or 
colonials with buckle, 
medium heel 
Buckle 

For hiking and general 
sport wear—“doggy 
shoes,” with or without 
crepe rubber sole 

For dansants, proms, and 
parties, shoes to carry 
out color scheme of en- 
semble, usually a strap 
pattern, spike heel.... 

For gym shoes—approved 
by gym teacher 

Riding boots .. 

Overshoes and 2 pairs of 
rubbers 

Boudvir slippers 

Hosiery, for the various en- 
sembles 








$117.05 
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The store gives free ice cream and admission 


61 


of the movies to every 


child who marched in a two-mile parade 

















Tramp—Tramp—Tramp into Store 


The Whole Town Knew It Was Shoe Day 


ND a good time was had by 
A all. By every one of the 
234 entrants, by all the S. N. 
Wolbach store organization, espe- 
cially by buyer, H. M. Steidley and 
his assistants. 

It started this way; when Mr. 
Steidley learned that Harry Lang- 
don’s new film “Tramp, Tramp, 
Tramp” was to be shown at the 
Majestic Theater, he got in touch 
with the management and together 
they worked out some real public- 
ity. Every child under sixteen 
years of age in Grand Island, 
Neb., was invited to take part in a 
Tramping contest. This was a walk 
of thirty-two blocks, or about two 
miles. 


To make it interesting every one 
who wished to enter the contest 
was required to call at the store 
and fill out a card. Then the chil- 
dren were given identification 
badges which entitled them to free 
ice cream, and admission to the 
first performance at the movies. 
Of course the store kept the cards 
for future mailing purposes. 

There were six prizes of equal 
value; three for the boys, and three 
for the girls. The first prize was 
$7.50 in cash, and a pair of $6.95 
sharkskin shoes; second prize, 
$5.00 cash, and a pair of $6.95 
shoes; third prize $2.50 shoes, and 
a pair of stockings. The theater 
contributed the money prizes, and 


the store the merchandise, so that 
it cost each about $40.00 in all. 

A week previous to the race the 
theater told of it on the screen, 
and Wolbach’s devoted one window 
to the stunt. When 284 children 
decide to take part in a walking 
race it is safe to assume that the 
entire town knew alli about the 
proposition. If by chance any one 
was not fully aware of the doings 
previously they soon found out on 
the day of the contest. The streets 
were lined with interested spec- 
tators the whole distance, encourag- 
ing the youthful participants. 

At every block a checker was 
stationed to see that all kept walk- 
ing, for in their eagerness some ; 
[CONTINUED ON PAGE 65) 
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If You Can't Fit Don’t Sell 


Better to Miss a Sale Than Misfit a Foot 


By Uncle Dudley 


KEEP telling all the young- 
sters that it is bad dope to force 
a sale. While it may stack up 
nicely in the sales book at the 
end of the day, it’s the come- 
back that hurts. 

All my life I have made it a rule to miss 
a sale rather than to misfit a foot. It’s 
tough to see a customer walk out because 
you haven’t the size. But it’s worse to 
have them come back next day and raise 
a riot because the shoe hurts the foot. 

Once in a while you will meet up with 
a foot that can’t be fitted in any ordinary 
shoe store. I have seen 11 AAAA feet 
and 5 EE feet come in one right after an- 
other. We might have a size that would 
squeeze on but the last would be all wrong. 
Then is the time to tell them that we 
can’t do a good job and refer them to 
another store that we know has the shoe 
they need. 





* * * 


OTS of my personal customers have 
funny feet. That’s why they are mine. 

The other sales people dodge and pass 
them on to Uncle Dudley. One day a 
fussy-looking little old man came in look- 
ing like he was spoiling for a fight. Every- 
body ducked but me. This old bird had 
a pair of feet that would make an angel 
weep. Bunions, corns, flat arches, jay 


N97 WE? WE? \ERT YERZ MEN LEY \Y0L \EI/ ATIC VET IEE 
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bird heels, nearly all the things that can 
be wrong with feet he had. He had been 
turned off and passed up in about half 
a dozen stores he said. By the time I got 
him he was fit to be tied, as my friend 
Murphy says. 


* * * 


ELL, that old chap is the best cus- 

tomer I have today. He sends his 
whole family and all the kin to me. Rich! 
Why, he’s as rich as Miami Valley soil. 
I reckon he buys around $300 worth of 
shoes from me every year. That is for 
his own family. And he sends in as much 
more from his friends. Well, that isn’t 
as much as some of the sales I hear of 
where the customer is a movie actress or 
something like that, but it helps your old 
uncle to add to his bank account, all right, 
all right. 

In his case I put in a lot of time finding 
the right kind of a shoe and getting it ad- 
justed to his foot. While I was doing 
that some of the other sales people sold a 
lot of pairs. One youngster kidded me 
about it. “While you were working on 
that old crab I sold six pairs,” he said. 
Well, maybe so. But I doubt if the 
youngster made as solid a customer out 
of any of the six. 

The name contest is still boiling. Lots 
of good ones coming in. How about your 
suggestion? Want that twenty? 
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BOOT AND SHOE RECORDER 


How to Create Good Newspaper 


people something of the insides 
of shoes as the outsides. 

By that we mean educating them 
as to the real meaning of shoes, 
what they mean to health, comfort, 
sanitation, economy and happiness. 

We offer a suggestion in the ac- 
companying diagram, with layout 
for copy, placing of cuts and word- 
ing. 

Note that the oblong shape is pre- 
served, and the target arrangement 
of shoe cuts. Note that prices are 
prominent and that ample white 
space is allowed to set off the con- 
trasting features. 

The shoe cuts must be smaller in 
an advertisement of this size, nat- 
urally. Should you want to use a 
larger space, this same layout may 
be used by increasing the depth of 
the ad to 9 x 12. More cuts may 
be used in 9 x 12. 

Suggested copy for the above lay- 
out and arrangement follows below: 
Text: 

From the four points.of the world 
came the materials that have been 
made into these shoes. The kid 
skins came from far off India. The 
soles from South America; the lin- 
ings from the South Sea Islands; 
the thread from Ireland. Other 
items came from far distant places. 
The assembling of these materials 
and the fashioning into beautiful 
shoes have been the work of many 
hundreds of hands. Skill and art 
and craftsmanship go into them. 
All the various pieces of leather, 
fabric, linen, flax, everything, is of 
the very best quality. And the 
shoes themselves are as fine and 
dainty as human hands and brains 
can make. The prices are moder- 
ate considering the cost of making. 


Hook Up With National Advertising 


HIS copy may be amended or 
abbreviated as the merchant 
may desire. No doubt it can be im- 
proved ‘by ¢arefal thought. 
If you handle Nationally Adver- 
tised shoes you will profit by hook- 


[ is just as important to sell 


Advertising 


Eighth of a Series. 


By R. L. Prather 


ing up with the advertisement of 
the manufacturer. That means to 
schedule your advertising of the 
named, or advertised shoes, to ap- 
pear simultaneously with the ap 
pearance of the National copy in 
the magazines or newspapers. If a 
big ad is to appear in one of the 
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great weekly or monthly publica- 
tions, time your copy to appear at 
the same time. The manufacturer 
will gladly tell you all about his 
schedule. More than that, he will 
supply you with cooperative mate- 
rial with which to make your hook- 
up more effective. 

It is just as important to hook up 
in your windows as in your news- 
papers. One of the best ways of 
doing this is to place a copy of the 
national advertisement in your win- 
dow with the shoes mentioned. 
Then a special window card saying 
“Here They Are!” 

Recently a big hosiery concern 
placed some excellent copy in a 
great weekly publication. A wise 
dealer framed the advertisement and 


, 


placed it in his window and also 
placed beside it the identical ho- 
siery that was illustrated in the 
manufacturer’s copy. That hook- 
up pulled business into the store. 


ATIONAL advertising without 
local tie-up is almost worthless. 
People may read ever so much 
about a shoe in a magazine, but if 


| they are not informed as to where 


that shoe may be had, the whole 
thing is wasted. It is the business 
of the merchant to tell the people 
that it is at his store the national- 
ly advertised shoes may be pur- 
chased. The national advertiser 
cannot mention all his agents in 
his copy. He cannot play favorites. 
Therefore he must omit all mention 
of names and places. 

National advertising is the 
strongest factor in general selling. 
An advertisement of the shoes you 
handle placed in a magazine is 
YOUR advertisement in YOUR 
town if you lay claim to it. 


Other Advertising Media 


INKS in the chain of advertising 
are car cards, posters, painted 
boards and road signs. Advocates 
of these forms of advertising pre- 
sent very strong arguments in their 
behalf. In summing up the great 
forces of advertising the writer re- 
verts to an old rule that has served 
faithfully for a long term of years: 


If you have an unlimited 
advertising appropriation you 
can invest in all media that 
seem to be worthy. But if your 
money is limited 
you had better pick out 


smaller town or 
one medium that is 
pease on eae anne Fes 
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the use of Direct-by-Mail Advertis- 
ing is almost imperative. The care- 
ful use of posters and painted 
boards will also help the cause 
where the newspaper is unworthy. 
Street car cards are useful if with- 
in the bounds of your advertising 
means. 


E wish to caution you, however, 

against the extravagant claims 
made for some of these media by 
some of the representatives who 
sell them. Over enthusiasm some- 
times leads them into making state- 
ments that should be very carefully 
investigated. Car cards alone, pos- 
ters only, painted boards, or road 
signs only, have never done any big 
job of selling shoes. Tied in with 
other media they 


If you mail 1000 letters that 
means an expenditure of $50. 

If you mail 5000 letters it will 
cost you $250. 

Two hundred and fifty dollars 
will buy a lot of space in a good 
newspaper. 

Figure it out for yourself before 
you invest. 

The writer believes that direct- 
by-mail is an important link in the 
chain of advertising. But it is not 
the whole thing by any manner of 
means. Every shoe merchant can 
use some mail advertising. He can 
increase his business materially by 
mailing out an occasional piece of 
good printed matter. But if he 
pins his hopes entirely to that 
method he will meet a great disap- 
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small town, surrounded by a farm- 
ing community, where the competi- 
tion of mail order houses and big 
city stores is keen. The merchant 
makes up a list from the tax books 
of the local assessor. To this list 
he mails his postals once a month. 


E buys them from the local post- 
master. He has his local printer 
print a good advertisement on the 
message side of the card. Then all 
he has to do is to address them. 
It is an economical method. The cost 
of the cards, 1 cent, is the same, or 
less, than a special card. It costs 
no more to print the message. Col- 
ors may be used. Addressing may 
be done in spare times. 
The farmers have become accus- 
tomed to getting the 
ecards each month 





have been effective. 
We want to hear 
from one shoe man 
who has found that 
any single medium 
other than newspa- 
pers has been large- 
ly responsible for 


cess. 

For the shoe mer- 
chant in the smaller 
town, with a small 





THANK YOU! 


We are glad to have you for a customer. 
If these shoes please you we know that you 
Will speak well of us. If they are not 
- Absolutely Satisfactory tells us at once! 


IMPORTANT: We claim to fit shoes correctly. Some- 
times the customer will net accept our recommendation 
as to size, width, length, materials or purpose for which 
the shoes are to be worn. In that case we make a record 
which is our guide in adjustment if complaint is made. 


and look forward to 
the offerings of the 
friendly shoe man 
He has had them call 
at the store and com- 
plain that they had 
not received his card 
for a certain month. 

If you prefer to 
mail out letters to 
your list be sure they 
are good letters. The 
same rule applied to 








advertising budget, 
we would place me- 
dia in the following 
order: Newspapers, 
direct-by-mail, posters, painted 
boards, street car cards, road signs. 

Space forbids a lengthy discus- 
sion of this subject. If you are in- 
terested, write the publishers for 
further information. 

We decidedly recommend the 
most careful examination into the 
performances and results obtained 
from any advertising medium that 
is unknown to you. “Investigate 
before you invest.” 


Direct by Mail 


VERY year we hear more on 
this subject. We must consider 
the inspiration of it. Printers, man- 
ufacturers of paper, engravers and 
others who are most interested make 
a strong plea for what they are 
pleased to call “Direct-by-Mail 
Selling.” -Certainly there is a lot 
of fine work done by printed matter 
mailed to selected lists of people. 
But it is the most expensive method 
of advertising, unless it is well 
done and carefully thought out. 
When any man tells you that direct- 
by-mail is better than any other 
method, smile and show him these 
figures. 
It costs not less than 5 cents to 
write and mail any letter. 





Here is a good package insert that has been used by a live shoe mer- 


chant for a long time 


pointment. Even the most enthusi- 
astic advocates of direct-by-mail 
will not tell you to abandon all 
other methods. _But they sometimes 
oversell their ideas. 


A beautiful booklet, pamphlet, 
folder or other printed matter sup- 
plied by your manufacturer, is a 
good thing to mail to your list. If 
you can get up something of your 
own it is a good investment. But 
the expense of printing it will make 
a big hole in your advertising ac- 
count. 

There are many small and com- 
paratively inexpensive things that 
may be printed by your local print- 
er. Small blotters, calendars, shop- 
ping lists and such matter, are 
good. Keep them simple and at- 
tractive. If you have some money 
to invest along that line .get advice 
from headquarters. The publishers 
of this book invite your inquiries 
for advice. 


Post Cards as Good Media 


One of the least expensive and 
the most effective methods of sell- 
ing by mail is the regulation gov- 
ernment postal card. Here is the 
plan used by a shoe merchant in a 


copy as in newspaper 
advertising. It is even 
more important, be- 
cause the people out in the country 
are flooded with such stuff. Your 
letter must be absolutely personal 
and bear none of the ear marks of 
a “circular.” Do not mail a sloppy 
affair to anyone. The farmer and 
his wife are just as critical as those 
people in town. Do not get the 
habit of thinking of the country 
folk as “Rubes.” That is the big- 
gest error any man ever fell into. 


Your printed matter is an index 
of your store just as your newspa- 
per advertising is. If you were go- 
ing to visit with some friends out 
on the farm you would not dress 
yourself like a tramp. You might 
not wear your very best bib and 
tucker, but you surely would not 
appear “tacky.” 


Package Inserts 


NCE more the publishers of this 
book invite you to consult with 

its advertising counsellors concern- 
ing these matters. We have some 
good men who will be glad to talk it 
over with you and to help you do a 


good job. 


Great stress is placed upon 


printed matter inserted in Large 
00 


It is effective if well done. 
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$3.85 and $4.85, and is re- 
ported to be affiliated with a 
large chain store organization. 
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much of it is worse than none. 
Sloppy stuff is harmful. Some 
stores make a practice of placing 
too many different kinds of printed 
matter in their packages. The buy- 
er, when the package is opened at 
home, may throw them all into the 
waste basket. But, if there is one, 
small, neatly printed and attractive 
slip or insert that applies directly 
to the article purchased, the job is 
well done. 

Sometimes an insert in a pack- 
age may be made to call attention 
to other shoes for other members 
of the family. The wife may have 
her attention called to slippers, ho- 
siery and things for men. The 
mother’s attention may be directed 
to children’s shoes. 

Keep this part of your advertis- 
ing in due bounds. Guard against 
over-doing it. Keep it dignified and 
interesting. Make it pleasing and 
harmonious with all your advertis- 
ing in style and appearance. 

In these inserts you can use col- 
ored paper and inks with small ex- 
pense. Colors get the eye the mo- 
ment the package is opened. Be 
sure the insert is placed inside the 
shoe and not stuck carelessly into 
the wrapping paper where it may be 
lost when the package is untied. 


Tramp—Tramp—Tramp 
Into the Store 
[CONTINUED FROM PAGE 61] 


might start to run; then the official 
car followed along, too. The best 
time for the girl was 15:23 minutes, 
while the boy finished in 14:2 
minutes. 

The tieing up of the movies with 
shoe stores seems to be working 
out satisfactorily in various parts of 
the country. There is no 
reason why it cannot be de- 
veloped even further, especial- 
ly if a merchant can find a 
theater manager who will 
enter into the spirit of the 
thing, as was done on this 
occasion. 


New Shoe Store in 
Rochester 


ROCHESTER.—A new shoe 
store, The Broadway Bootery, 
is to be opened in the East 
Main Street corner of the 
Cutler Building. It will fea- 
ture women’s footwear at 




















PUMPS FOR GIRLS 


One of the surprises of the 
season was the almost na- 
tional demand by girls and 
young ladies for pump types 
of footwear. Perhaps it was 
the return of black that did 
it. Perhaps the young lady 
said to herself, “when in doubt 
pick black, and make it a 
pump.” The call has been for 
two extremes only—the low 
heel pump and the exceeding- 
ly high pump. The shorter 
the skirt the less the shoe— 
therefore pumps. 

It is exclusively a young 
girl demand. That's the 
strange part of it, because a 
year ago the lady of fashion 
had her cycle of pumps. 





Shoe Men Elected Directors 


DEeTRoIT—V. V. McBryde, Mc- 
Bryde Boot Shop, and Richard Fyfe 
Barnum, R. H. Fyfe & Co., have 
been elected directors of the Detroit 
Merchants’. Association to represent 
the shoe trade interests of the city. 
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Youth Will Have Its Way 


[CONTINUED FROM PAGE 47] 


never sells a dollar’s worth of its 
product, that never shows either 
gross or net profits, and never pays 
a dividend in cash or in stock. It 
is a business that will never fail. It 
is not only the biggest business, but 
the most important business in the 
world. 

“Its stockholders include every 
man, woman and child in the coun- 
try. Last year there were some 24,- 
000,000 children enrolled in the 
public schools of the United States. 
This year, according to the United 
States bureau of education, the en- 
rolilment in public and private, ele- 
mentary and secondary schools, will 
probably reach 26,500,000, with an- 
other 1,000,000 in normals, colleges 
and universities, and possibly as 
many as 500,000 in correspondence 
schools. Last year the expenditure 
for public education were approxi- 
mated two billion dollars. 

There must be progress made in 
the shoe business for the good of 
the coming generations, not only in 
fitting, but in the proper selection 
of footwear pleasing to the child. 
Get a child sour on the shoe store 
and the future adults will buy less 
shoes, because they are not in shoe- 
sympathy. A child never forgets an 
injury, an oversight, or an insult to 
its intelligence. 


Lynn’s Gain 

LYNN.—The Boston News Bureau 
has made a survey of Lynn’s shoe 
industry, and has found that Lynn 
has had 20 months of industrial 
peace, during which it has gained 
25 new shoe manufacturing enter- 
prises making the total num- 
ber of shoes firms 125. These 
25 new firms have added 
$10,000,000 to the value of 
Lynn’s shoe production, and 
have increased the distribu- 
of wages by more than §$2,- 
000,000 anuually. 

Besides, there has been a 


velopment of old established 
concerns. 
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Ienorance of Shoe Construction 
Who Is Responsible for Public’s Error 


ERE is a story told to a RE- 
H CORDER man by a _ mer- 

chant that has a-moral as 
sure as anything that ever has been 
related: 

“A woman, about fifty years of 
age, came into my store boiling 
with rage. She threw a pair of 
shoes down and said that she had 
brought back my old cheap, shoddy 
plunder made of rags and saw dust. 
I let her fume for a minute or two 
while I looked at the shoes. They 
were welts, worn through on the 
soles, and showing where some 
cobbler had been digging at them 
with a knife. When she had blown 
off steam for a while I asked her if 
she had just been to a repair shop 
with the shoes. She said she had 
and that the repair man had told 
her the shoes could not be repaired 
and that they were no good. The 
soles, he had told her, were stuffed 
with rags and sawdust! Now what 
do you think of that? 


“This ignorant cobbler, absolute- 
ly uninformed about the construc- 
tion of a welt shoe had mistaken 
the cork filling and the interior 
construction, had told her a fine 
tale about the shoes. No wonder 
she was mad. You could not blame 
her. 

“Well, I told her something I 
should have told her when the 
shoes were bought and that was all 
about how a welt shoe is made. I 
explained that the cork filling was 
put in to prevent squeaking and to 
keep out moisture. I showed her 
how the inner lining was put in. I 
took a new pair from the shelf and 
demonstrated it to her. Fortunate- 
ly I had a cross section of a welt 
shoe that served to help in the ex- 
planation. 


“Then .I asked her to leave the 
shoes with me for a day or two and 
told her I would have them re- 
soled in good shape for her free of 
cost. You see it was up to me to 
disprove all that cobbler had said 
and my reputation is surely worth 








TELL ’EM SOMETHING 


You go into a hardware store to 
buy a range and the salesman will 
take a lot of time to explain all 
about that range.. He will tell you 
of the construction, the steel in it, 
the mechanism, the values and a 
lot of things you never dreamed of 
before. Go into a radio shop and 
get a real surprise when the sales- 
man tells you things about radio. 
Visit an automobile agency and lis- 
ten to the man talk cars if you want 
to learn how very backward the 
shoe trade is. 

No wonder the public is indiffer- 
ent to shoes. No wonder they make 
life miserable for us. No wonder 
we whine and say that all other 
trades have flowery beds of ease. 
It’s all our own fault. We get what 
we deserve.” 





as much as the cost of a new pair 
of shoes. 

“After she was gone I wrapped 
up those shoes and went to see 
the repair man. The owner of the 
shop happened to be right at the 
door when I went in. I related the 
circumstances to him and say, he 
was mad! He walked down the line 


of machines to an ignorant foreign- 
er and asked if it was he who had 
told the woman all that stuff. The 
fellow admitted it and repeated that 


the shoes were worthless and could 
not be repaired. Poor chap was 
honest in his ignorance. He had 
not been vicious about it at all. 
But it was maddening. 

“The boss repair man, and he was 
a man who knew his business, told 
the worker to lay off his apron and 
get out. He could not afford to have 
any man in his employ that knew 
so little about shoes. 


“Now, I ask you, who is to blame 
for conditions like that? Here was 
a man hired to repair shoes and 
who was entirely ignorant of their 
construction. All he knew was to 
nail on a sole or to patch up a heel. 
Maybe he could sew on a welt. I 
doubt it. He had not been over the 
water very long. I think he had 
graduated from one of those hurry 
up, slap dash repair shops some- 
where. 

“But, the moral of this tale is not 
bearing on the poor ignorant cob- 
bier. It has to do with us shoe men 
who neglect to tell people more 
about the shoes we sell them. We 
are so darned anxious to make a sale 
and ring up the money we neglect 
one of the main things in our busi- 
ness. We fail to make our custom- 
ers acquainted with the vital points 
of our merchandise. Show me any 
other industry that is so careless, 
so indifferent to its own welfare 
that it fails to tell the buyer some- 
thing about the goods purchased. 

“Think of it! A woman who had 
been wearing shoes for many years 
and who had never been told one 
thing about the construction of 
them! How many shoe men do you 
suppose had been so careless as to 
sell her a pair of wonderfully con- 
structed articles and fail to bring 
to her any appreciation of them.” 











Twinkie Twinkler Tickles 
Tots 


St. Loutis—The Twinkie Twinkler, 
a magazine for children published by 
Hamilton Brown Shoe Co., has been 
received with much enthusiasm from 
the little tots who have requested it. 
It coordinates the origination of the 
Twinkies, the new line of children’s 
shoes introduced to the trade this 





season. The character of the 
Twinkies is an origination of Walter 
L. Burns, advertising manager of the 
company, and the idea has been re- 
ceived by retail shoe merchants with 
approval everywhere. 


Carrillo Redecorating 
LAMAR, CoLo.—The Carrillo Shoe 
Shop, this city, is redecorating the 









interior of their place of business. 
When finished it will be one of the 
finest retail shoe stores. in this sec- 
tion. 


Wolf Shoe Co. Moves 


CINCINNATI.—Sam, B. Wolf Shoe 
Company has moved its Cincinnati 
headquarters to the Duttenhofer 


Building. The factory is located at — 


Seymour, Indiana. 
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his is one of the 
32 color pages in 
“Twinkie Town 
Tales,” our story 
book for children. 


\Vith its beautiful 
picturesin 6 
colors and its 
interesting story 
inrhyme, 
“Twinkie Town 
Tales” fascinates 
every boy and 
girl who sees it. 





winkie dealers 
everywhere are 
using this book 
as an active agent 
in producing more 
sales and profits. 
And ‘Twinkie 
Town Tales” is 
only one of the 
several merchan- 
dising features of 
the Twinkie Sell- 
ing Plan, 
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Grow with Twink 


0 ge hgesainon the valuable Twinkie selling franchise 
in your community is making a sound investment 
in business growth. 

Twinkies are proving to be a sensation. Introduced 
July 1, together with the original, copyrighted Twinkie 
idea, these new Hamilton-Brown 


gained both fame and popularity in a 
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remarkably short time. Dealers report that Twinkies — 
have resulted in a big gain in prestige for their stores 
and have increased sales not only of children’s shoes, 
but of all lines. One of our representatives will be 
glad to show samples and to explain the merchan- 

dising possibilities of thissparkling 


quality shoes for boys and girls have lw NKIES es idea ~ juvenile footwear. 
rite or wire for an appointment. 
Shoes for Boys and Girls 


St.Louis Hamilton-Brown Shoe Co. Boston 
()-1926-H.B.S.Co, Also makers of American Lady and American Gentleman Shoes 
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The Paula 


No. 7314—Patent Leather One 
Strap, Abbo and _ Iridescent 
Patent Trim, 18/8 Spike Heel, 
181 Last. 
444to8AA 4to8A 3to8B 
24%to8C 
Price, $4.85 









Immediate Delivery 





“Fashioned 
for 
The American Woman” 

















N gloves or gowns the American woman may follow a 
if foreign vogue, but her choice of footwear fashions 
reflects her own genuine Americanism. 
ar © And, in their distinctive style, beauty, fit and quality of 
7 Quality workmanship American Lady Shoes are truly “Fashioned 
“WAKERS for the American Woman.” 


“The Paula” the beautiful dress shoe illustrated on this 
page is indicative of the wealth of delightfully vogueish 





Independent of All patterns which Hamilton-Brown offers dealers for the fall 
Combinations and winter season. They will bring customers to your 
Means store and build business for you. 


Individual Styles for 


St. Louis Hamilton-Brown Shoe Co. Boston 


Makers of American Lady Shoes, American Gentleman Shoes 
and Twinkie Shoes for Boys and Girls. 
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A693—One Strap Twist Pattern, Black Pat- 
ent Leather with Ivory Fitting and Parch- 
ment Rattlesnake Heel, No. 30 Welt Last. 


THE JULIAN AND KOKENGE CO, 
CINCINNATI, OHIO 


PATENT LEATHER 


The demand for patent leather pumps, strap effects, and dress oxfords, either 
plain or with combination trims of pastel or Reptilian colors, is among the 
style trends making itself felt in high grade footwear. It is a diversification 
of style and color harmony and a character of foot-dress most appreciated by 
the well gromed women. 














“Luxor” means “for quality.” Luxor Patent offers the manufacturer not only 
a meritorious tannage which successfully works through the factory, but has 
additional fine elements of merit in its beautiful lustre, deep rich black, and 
a fine grain. 

Luxor Patent is a true foundation or background for a quality shoe. It adds 
distinction to the beauty of pattern or style. It enhances the beauty of fine 
shoe craftsmanship. 


Ask your manufacturer to show the “new styles” made with Luxor Patent. 
Specify it, with full assurance of its customer satisfying features. 


Cuttings of Patent, Pastel or Reptilian Grains sent on request. 
The “Story of Leather” is free—on request. 


i Be) The OHIO LEATHER COMPANY — 


GIRARD~ OHIO 
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Like the Spring 
of an Automobile 


N action and in effect the NEW 
Crawford Shank resembles the 


spring of an automobile. 


The weight of the body is supported by 
shoes with Crawford yielding shanks 
in the same shock absorbing way that 
good springs support an automobile. 


-In walking, when the full weight of 
the body is on the foot, the sliding 
action of the shank allows for the nat- 

ural flexing of the foot. As the weight 
is taken: off the foot, the shiank springs 

-gradually back into position holding 
close to the arch all of the time. 


The human body like that of the auto- 
mobile suffers less and lives longer 
when the vibration of daily service is 
lessened by a. scientifically correct 
means. 


You would not ride in a car without 
springs. See that your body gets the 
same consideration in walking. Wear 
shoes with Crawford Sliding Steel 
Shank. 


United Shoe Machinery Corporation 


Boston, “Massachusetts 
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Charles H. Hastings, buyer of sole leather and 
foreman of this fundamental department. For 
over thirty-six years he has worked in the sole 
leather branch of the HEYWOOD factory, gWOO 
following in the steps of his father, Henry W. 








Hastings, who was foreman of this department SHOE 
for thirty-one years. 


HErwoop Boor & SHOE Co. 


MANUFACTURERS OF MENS Fine SHOES” New York Office: 
' 127. Duane Street 
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Busy little feet require many more pairs of shoes each year than do 
grown-ups. Judiciously selected, your Helthy-Fut stock turns rapidly. 
Keep the children coming to your store and they continue the habit as 
they grow older. Please mothers on their children’s shoes and you 
secure the family trade as well. From the Helthy-Fut line you can 
serve infants, children, misses and young ladies—‘‘For Life’s Spring- 


time.”’ 
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Style No. 4057. All Patent. Sizes 3 
to 13%. Also to be had in all desirable 


leathers. 
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sINBAC 


The Helthy-fut 
21-13-15 W. MONROE && 


CHICAGO 











Style No. 8075. Patent 

smoke embossed cuff. Sizes 3 to 5 
CD, Also in Dark Smoked Elk Vamp 
and cuff with light smoked elk top. 


Style No. 8163. Patent with f blond 
strip. Also in dark smoked elk with 
blond strip. Sizes 5% to II. 


ee | TGA | 


CHICAGO 
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_ —the Jatest in shoe comfort: 


LYONS HOSE. PROTECTOR 


for Men, Women and Children 


One Year Has Witnessed a Phenomenal Growth in the 
Popularity of Lyons Hose Protectors and a Corresponding 
Increase in Our Production. 


They do away entirely with that an- 
noying SIDE GAP. 

They positively stop shoes slipping. 

They prevent wear out of the hose. 

They always insure easy walking. 

They make a pair of new shoes com- 
fortable. 

They fit snugly and “stay put.” 

They form a soft bed for the heel. 

They do not discolor the hose. 

They. prevent blisters forming at the 
heel. 

They give immediate relief to a blis- 
tered heel. 


The foot suffering public is learning to say “Lyons 
Hose Protectors for Comfort.” The paramount fea- 
ture is that it fits snugly into the back of shoe and 
does not come around the side thus doing away en- 
tirely with that SIDE GAPING. 


Dealers everywhere pronounce our design the most 
practical. Lyons is the originator of a sponge rub- 
ber hose saving article and is being imitated by 
inferior products. Insist on Lyons Hose Protec- 
tors. They satisfy. 


Lyons Hose Protectors are made of the highest quality soft sponge 
material and will add comfort to any shoe. 


Protectors are put up on very attractive Counter 
Lyons Self Seller Display Cards, holding one and one- 
Hose ~ half dozen pairs of one size and*one color to a 
a Card. 
Protector Co. % 
Omaha, Neb. 4 Display them on your show case, your customers will do the rest. You 
. put the profit into your pocket. 


Please send sam- 


ples and full particu- b Write for Samples. 


Lyons Hose Protector Samer. 
OMAHA, NEBRASKA, U. S. A. 
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eSMartha Washington 


ootwear 










FOR THE ACTIVE WOMAN OF TODAY 


Never before have we heard such enthusiastic 
comments from the trade as produced by the 
new line of Martha Washington footwear, 
built to fit today’s conditions. 


The latest styles, the newest leathers, smart 
combination tones now offered—and the same 
wonderful comfort features that have distin- 
guished this line for more than 40 years. 


Style with comfort makes it the line for vol- 
ume sales. Write us for full information. 


F. Mayer Shoe Company, Milwaukee, Wis. 


WASHINGTON SHOE MBG. CO., Seattle, Wash. 
Distributors for W: JL 
and Montana West of Mountains 
In stock department for Chicago district: 
Frank H. Lakofka Company, 45 So. Wells St., Chicago 
































GF. M.S. Co., 1926 
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HUB GORE 


insures that great. essential of 
present day shoe sfyle 


This style shown by 
courtesy of BRES- 


Boston, Mans, has Fitting Perfection 
arge panel of gor- 4 | : 


ing beneath the lac- 
ing, which not only 


insures smooth fit . 
but also permits . Smooth Instep 


comfortable flexing 
of the foot at this 
point 


Non-Gaping Sides 
No Pinching at the Throat 


In specifying HUB GORE when ordering you place before your customers a defi- 
nite pledge of quality and service in the goring. 

Don’t take a chance on cheap goring. Insist on HUB GORE. Since 1888 it has 
been the standard of goring excellence. 


HUB GORE MAKERS 
Branch of EVERLASTIK, Inc. 
CHELSEA, MASS. 

1107 Broadway, N. Y. 


UB @) GOR 


BRADEN._ MARE, 


GUARANTEED. FOR. TWO YEARS’ SERVICE 
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Shoes of Coloured Kid 





Inspire Many an Extra Sale 


It is no secret that shoes of som- 
bre shades offer slight induce- 
ment for spontaneous buying. 
Almost invariably, the unexpect- 
ed, unsolicited purchase of an 
extra pair of shoes is prompted by 
the “lure of colour.” 





AMALGAMATED LEATHER COMPANIES, Inc 


Many merchants are speeding up 
sales and increasing volume with 
a larger stock and more promi- 
nent display of coloured kid 
shoes. Most of them capitalize 
the superior quality of F, B. & C. 
Coloured Kid. 


Supreme in White and Colours 


319 Arch Street, Philadelphia 





er ar Del. 















CRAF T SMEN 
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Genuine lull Grain Calf. 


i 


Like successful men, CARTER Calf Shoes 
have a_e distinct Personality that makes 
friends quickly and holds the friends that it 
makes. Each model is a type of character that 
appeals to young men. 

CARTER Salesmen are now out in their terri- 
tories—have them show you this complete line 
of Personality! 








BOBBY “JONES” 
Combination Last 


No. 621—Black Winter Calf, Fitted Black, also 
fitted with White Harness Stitching, Nickel 
Eyelets, Armstrong Soft Cap, Widths B, C, D. 


Price $3.50, Less 4%, 20 days. 
No. 640—Same as above in Ejisendrath’s Tan 
Calf, Fitted Orange and Green. 


No. 646—Same Last as above, in Florida Tan 
Calf, Blu. Ox. Fitted Black and Orange. 


“STYLE” LAST 














(Combination) 
No. 622—Black Winter Calf, Fitted Black. Also 
fitted with Green Harness Stitching, Nickel ALL 
Eyelets, Armstrong Soft Cap, Rolled Heel Seat, 
Widths B, C, D. IN STOCK 


Price $3.50, less 4%, 20 days. 


No. 902—Same Last in Tan Florida Calf, Fitted 
Black. 


J.W. CARTER CO. 


Specialty Manufacturers of 
¢Men’s Goodyear Welt Dress Shoes 
NASHVILLE , TENNESSEE 
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The’ Belmont’ 


Style No. 789% 
Patent Leather One Strap. Cutout 
quarter. Underlay of black lizard. 
13/8 Block Heel 
303 Last. 
Price: $6.50 


Sold Only in Case Lots 
36 pair to a case 
AA to C on Spike Heel 
AAA to D and AA to C on Block Heel 


American Shoe Co. - 


Factory, 176 Livingston St., Brooklyn, N.Y. 
Showroom: 622 Marbridge Bldg., New York 





kn Stock f 


two charming new patterns 

for Autumn wear. Both 

notable for their superb 
fitting qualities. 


The Maritza” 


Style No. 779 


Patent Leather Strap Pump trimmed 
with dull calf. Black lizard underlay. 


16/8 Spike Heel 
808 Last 
Price: $6.50 
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Reg. U. S. Pat. Off. 


RIPPLE 


SAINT LOUIS MANUFACTURERS 


t..0: 2 eo. 8 8 ERR RA Ae 8 8 oe 


RIPPLE 


STEP WITH FASHION” 
‘ or the Smart Trade 


HIS Fancy Scalloped Step-in 


Iveov Mov omsoee Looe moyen 
aj 


Pump is decidedly new. Expert- 


ly Fashioned in Allover Patent Leather 


over our Popular 1300 Pump Last 
with 18/8 or 19/8 Heel. 


Other combinations of this model 
which are going good are Cherry 
Patent Vamp with Wine Suede Quar- 
ter—Gun Metal or Patent Vamp with 
Moire Satin Quarter, and Allover 
Black Satin. 


MADE TO ORDER ONLY 
Four to Five Weeks Delivery 


W. H. LAMPE 


Shoe Co. 
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IN STOCK NOW 


ice and Delivery Prompt—Samples sent at our expense. 














LENOX McKAY 


Tan Calf three eyelet tie, tan lizard 


LENOX WELT tongue and saddle. 
PATENT COLT BLUCHER ee GORE oc checaccveses 82.05 
2111 indy Sphere ele eee 5649 11% to 2 ................ 2.25 
Se ES SP er Peers eer 1.60 6549 2% to 6 broad toe ....... 2.65 
ee” Ch A ees nciiwess cos enaee 1.90 7549 2% to 6 medium tee ..... 2.65 LENOX TURNS 
ER errr Te ee 2.25 2311 Tan Calf Button, 2 te 5....... 
Same in patent leather with black 
‘Same in tan at same prices. liza tongue and saddle. S311 Tan Calf Button, 4 to 8....... 


6 eS ee ee ae > 


3323 Foe Colt Dull Top Button, 4 


eer eee ee eee eee ee ees 





1.50 


Twe-Types of a Big Steck Im All 


Leathers. 


WEIMER, WRIGHT & WATKIN CO. 


39 S. Second St., Philadelphia, Pa. 


Sole Distributors for New York City and Vicinity 
MERRITT BLLIOTT & CO., 132 DUANE ST., NEW YORK CITY 


These styles especially desirable for immediate selling. Prices Right—Merchandise Desirable—Serv- 
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1} No Increase in Overhead | 
Y | | siidernes progressive retailer is taking on extra profit 

= : specialties. Shoe retailers everywhere find the na- 

= tionally advertised Ustikon Soles. bring quick .sales— 

° extra profits—satisfied customers—repeats. 


cost. 


Ustikons are “Sole Mates’’ to rubber 
heels—they carry rubber comfort and se- 
= eurity to the ball’ of the foot—where it 

is most needed. Featherweight Ustikons 
weigh only 1 oz. per shoe on men’s sizes 
—l oz. on women’s—yet outwear leather. 
= Regular Ustikons (2 oz.) commonly out- 
last the shoe. 








AUBURN RUBBER CO. 


Makers of 
SUPER GRADE TIRES AND TUBES 


Auburn, Indiana 
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| Extra, Sales— Extra. Profits 


Ustikons fit old or new shoes of any make for men, 
women and children. Give extreme long wear at low 


















Ube... 


Then Original 
Shoe Soles 
Never 
Wear 
* Out 









Easily and quickly applied by customer at 
home or in your repair department. Each” 
package complete with cement and tools—no 
tacking or stitching. 


Quick Turn-Over 


Assured by the handsome Ustikon Display 
and Stock Cabinet—stands anywhere—at- 
tracts attention—creates sales from morning 
till night. One shoe retailer made $2285 extra 
net profits the first year (mame on request). 


Our Special Introductory Offer 


Will make money for every live shoe retailer and 
bring you the Ustikon cabinet without charge. Do 
not wait for salesmen. Write us now. Use this 
coupon. Larger sales in fall, winter and spring. 





AUBURN RUBBER CO., Auburn, Ind. 


Gentlemen: Am interested in your Introductory offer 
of Ustikon soles which includes: your Ustikon Display 
and Stock Cabinet without extra cost. 
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Window Trims Assume New Impo 
As an Aid to Originality the P 


the foundation of effective win- 

dow display. If it is neces- 
sary to economize on one of these 
qualities, make that economy on 
beauty. Let nothing dull the prop- 
osition of ingenuity. Beauty will 
take care of itself, and becomes nat- 
urally a part of any scheme. 


No Lack of Material 


The merchant has a new season 
in which to gain an 


I: GENUITY and beauty prove 


A tinsmith’s services would be 
required to make a water container 
about six inches deep that will 
cover the area of the window. Many 
other uses will suggest themselves 
for this watertight container so 
that its cost may be spread over 
several windows instead of charged 
to just one, which would be a costly 
thing. ° 

In one corner of the window con- 
struct a “blind” of brush and on 


They Haven’t Leaked Yet,” “36 
Hours in Water and the Insides Are 
Not Even Damp,” and thus tell the 
story from day to day of the water- 
proof qualities as shown under 
test. One could allow any customer 
at any time to examine the insides 
of the shoes. In fact a direct invi- 
tation should be posted in the win- 
dow asking anyone doubting. the 
quality of one’s hunting boots to 
come in and see for themselves. 


The Football Window 





advantage in the race 
for high class dis- 
play. 

To capture’ the 
prized interest of 
passersby there is 
football, skating and 














Hou. Many 


The preparation of 
a Football Window 
ought to be worked 
out sufficiently in ad- 
vance to insure its 
effectiveness. Here is 








something that holds 








skiing, hunting, 
horseback riding, 
dancing and golf 


have ania spent 





























the interest of the 
young and old, the 
men and the women 








upon which to work 
a “miracle” in the 
windows. The win- 
dow is the last step 
in overcoming sales 
resistance and, there- 
fore, the best is 
none too good for it. 


A Hunting Window 
Shoes are made to 








alike, football. 

In the diagram 
window shown here 
there is shown the 
gridiron. The draw- 
ing is authentic and 
merchants may fol- 
low its lines exactly. 

Mark out a grid- 
iron with heavy 


a 


or 











strips of white paper. 





withstand all kinds 
of weather, yet in 
how many shoe stores is there ab- 


solute proof offered that the shoes . 


being sold will keep out water? 
None, almost. A person must find 
this out by wearing the shoe, and 
that’s almost too much to expect of a 
customer. To say the least it may 
be hindering the making of sales. 

So, in the hunting window pic- 
tured here an attempt is made to 
demonstrate the qualities of the 
shoes offered for sale and to give 
the display a novel angle that will 
draw absolutely new business. 

Types of shoes allow a wide 
range of appeal. Those who are 
well supplied with dancing pumps 
may not have proper hunting boots 
and vice versa. 

This window may seem a big job 
to handle, but it will get the eye 
and attention of any man who has 
the slightest leaning toward the 
great outdoors. For creative power 
it should be without an equal. 


the “floor” of the “blind,” repre- 
senting the shore, have a marshy 
bottom of heavy sod and brush with 
two or three pairs of hunting boots 
standing in the soggy places, and 
an old box on which to place cart- 
ridges and a shotgun out of the 
wet. 

On the other side of the “blind” 
have three or four live ducks. Give 
them a dry place on which to rest— 
a platform concealed by some brush 
or sod—and let them do all the 
attracting for you. 

A placard reading as follows 
might be used, “How Many Hours 
Have You Spent Waiting for a 
Chance Like This?” Another with 
the sales message might be put 
like this. “Dry Feet Guaranteed 
Here.” 

This window could run for a week 
and each day a placard displayed 
as follows, “24 Hours in Water and 


Utilize the _ entire 
window for this, leaving just 
enough margin for the display of 
men’s and women’s shoes at the 
rear of the window. 

For the display of the shoes ar- 
range tiers of “seats” on which 
may be displayed shoes for the spec- 
tators. At each side of the goal 
posts on the field display the shoes 
of the players. 

Plenty of*thought may be put into 
this window, because prior to every 
football game this window would 
be used. During a game it perhaps 
could be arranged to have some- 
body at a telephone at the club- 
house on the field, or the press 
stand, or in the newspaper office or 
in a house adjoining the field, where 
every play may be seen and imme- 
diately telephoned to the store over 
the telephone. 

Some competent person may be 
given the job of showing each play 
as it is made. This can be done 
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POF nce With Every Changing Season 


or Several Windows Are Laid Here 


‘36 
{re 
the 
er- 
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er 
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with a miniature football attached 
to the ends of a stick with the name 
of the team lettered on it or the 
colors of the team showing on it. 

Or if this is too intricate a propo- 
sition the results of the game may 
be announced at the end of each 
quarter with the names of the pilay- 
ers who have made the outstanding 
plays. 

In a small town where the local 
boys are in action there will be 
plenty who cannot go 





ter feet deep, and the balls about 
three inches in diameter. The balls 
will be propelled by the rush of air 
from an electric fan that will be 
concealed by a shield which pre- 
vents the air from blowing balls 
back on track, at one side of the 
window. The size of the track will 
depend upon the size of the electric 
fan and the force of its “blow.” A 
little experimentation will decide 
this. The puff of wind will carry 






On the “firm ice” post a sign, 
“Safe here! Good shoes and skates 
make good sport.” 

Here may be displayed the offer- 
ings of the store in skating boots 
and stockings and gloves if the 
store happens to carry them, as 
many do. 


Advance Ideas Worth More 


In these window trim ideas the 
subject treated is far enough in 
advance to allow a 





to the game who will 
appreciate the tye 
ing of a plan like the be 
foregoing. There is =— 
a great possibility in 

this for getting many 

folk to know one’s 
store who never be- 
fore have given the 
store more than a 


\, | | Tueltasl {uo TiwA says he A 








careful scheduling of 
the displays as they 
will appear. Plenty 
of time and thought 
may be put into each, 
and the results ought 
to be commensurate 
with the amount of 
thought and money 
invested. 


a, 
































perfunctory  atten- fn cA In addition to the 
: Aa ; VA ts ° Sd } 

ee ° vege Les ran oe ~ Sa oe ay | ideas given here, 
who know about one’s na ties. ae aN | there are a host of 
store there are those L other sources from 
who never even en- P which profitable win- 
tertain the thought |)‘ ASS Ae X_N __2e £2 dow trim ideas oar 
of giving the store Va XIN| Be? gleaned. There are 
any business. They S&S X Tf events of national 
need to be waked up \ f4\| importance — world’s 
to the advantages or te. H) | series, elections, hap- 
desirability of trad- Ww \ er penings at the seat 
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ing at some particu- 
lar store. 


Perpetual Motion Window 


In a regular window display 
either for men or women, there is 
little out of the ordinary to cause 
the casual passersby to stop and 
look. 

Therefore, in order to get every- 
body’s interest, try the following. It 
isn’t something that will make a 
person forget all about the fact that 
shoes are being sold in the store; 
it is just something to catch the 
eye. Get two celluloid balls (cellu- 
loid and hollow because of light- 
ness) that are to run around an oval 
trackway. 

The trackway may be made of an 
upright piece about three inches in 
height with smooth sides and a 
slightly grooved bottom on the in- 
side about three inches wide, on 
which the balls will run. 

This oval track may be about 
four feet long and two and a quar-. | 


the balls. around the track until 
the puff is encountered again, and 
it may be worked out so that the 
rate at which the balls travel is 
almost uniform, thus heightening 
the deception. It is an interesting 
thing to do, and will interest every- 
body. 
A Skating Window 


Here is another use for the water- 
tight window box. Fill it with water 
and cover over with a wooden cover 
covered with artificial snow to rep- 
resent ice. At one corner jig-saw 
out of a separate piece of wood 
some jagged pieces to represent a 
break in the ice. It isn’t really nec- 
essary to make the “break” jagged; 
a five-cornered hole will do. 

The water will show through this 
“break” and here may be posted a 
sign “Danger! Weak and cold wet 
feet and sickness follow @ poor se- 


lection in skating. 


Dot ime thought... 


of government, etc., 
with which the clever 
trimmer can 
windows. 
very great local importance’ in the 
athletic and social world particularly 
which can be emphasized in the win- 
dows with the utmost assurance that 
attention will be attracted. 

Holidays are always good—the be- 
ginning of school vacations, etc. 

And in building these the cost can 
always be kept down by using bor- 
rowed props from fellow merchants. 
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REG. U.S. PAT. OFF. 


for Basket Ball and Gymnasium 


Se 


Worn and recommended by leading 
coaches and teams. everywhere, Keds 
today compose the greatest line of 
basket. ball and gymnasium shoes. 
There is an appealing type for every 
indoor athletic demand. Now js the 
time to order Keds for the fall and be 
“ready for profits when the new season 
begins. 


United States Rubber Company 


CREPE SOLE 
METEOR 
Feather weight shoe, vul- 


canized crepe sole, grips 
on any playing surface. 


METEOR 
Favored by leading 
players—non-slipping out- 
sole—slim shank insures 
good fit and arch support. 


fz-—< 
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Famous basket ball shoe—withstands 
most gruelling tests—many other 
sure selling features. 


eT 
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Try a Children’s Canvas Shoe 
Trim and Sell More Pairs 


A Field Day with Prizes Boosts Trade 


is the canvas rubber 

soled shoe for children as 

popular ~<as the retail shoe 
merchant may Wish to make it. If 
he considers that it has a very defi- 
nite ‘place in his footwear stock, and 
that he wishes every: child in his 
trading community to buy a pair 
each season, he will see to it that his 
store windows are devoted very fre- 
quently to featuring canvas shoes. 
For the warm days, and until the 
snow flies, this type of footwear may 
be sold to the youngsters for out- 
door use; for the cold weather. can- 
vas shoes should be featured for al! 
of the many footwear needs of the 
rapidly developing feet in the gym- 
nasium. 


LWAYS 


OSEPH HORNE CoO., Pittsburgh, 
Pa., sells more pairs of shoes to 
children by means of the prominence 
it gives to canvas rubber soled shoes. 


In the recent Keds window. display 
contest, this store won third prize of 
$50. Last year the store was 
awarded first prize. If the House 
of Horne tries again next year, it 
may win back first, or second place, 
but it is a safe bet its canvas trims 
will always be excellent, because it 
puts as much thought into these 
trims as it would into any other 
trim. This year Joseph Horne Co.’s 
shoe window decorator decided on a 
novel idea which appealed strongly 
to the little folks, and built his set- 
ting around this idea. A pleasing 
color note was introduced through 
the balloons and foliage, while life 
in the open was emphasized through 
the bicycle, so dear to the heart of 
every small boy. 


“FIELD DAY” offers an addi- 
tional opportunity to interest 
children and their parents in canvas 


This window of J Horne Co., 
of Joseph Horne Sg von 


rubber soled shoes. In Springfield, 
Mass., many retail shoe merchants 
selling Keds united this year in or- 
ganizing a “Keds Field Day.” Three 
thousand children from Springfield 
and neighboring towns were en- 
trants. As a result, Keds dealers in 
this city reported an increase ir 
their business. 


Beene are still many days of 
good weather left in which mer- 
chants might with profit organize to 
sell canvas rubber soled shoes for 
a Saturday Field Day, with prizes 
for the entrants, properly equipped 
with the required dealer card and 
canvas rubber soled shoes. An in- 
door athletic meet, with a school 
gymnasium as the center of events, 
might be similarly arranged for cold 
weather after school-time. 
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TRETCO SHOES 


The most complete “in stock” line of Senior and Junior Misses’, 
Children’s and Infants’ TURNS and WELTS of any manufacturer 


TRETCO GOODYEAR WELTS 


—built on a foundation of real sole leather that wears and wears 
and wears. 


“B” Grade 
147 Misses’ and Child’s 
Patent l-strap cut-out 
quarter; Grey Kid quar- 
ter-lined; Oak Tanned 
Bend Soles. 
B, C, D, 111% to 2, Chan- 
nelled sole—Rubber Heel 
C, D, 8% to 11, Stitched 
Aloft—Spring Heel 
144 Same without cut- 
out. 


“BRB” Grade 
128 Misses’ Tan Calf, 
tip oxford; Flexible Oak 
Sole—Stitched Aloft 
C, D, 114% to 2—Rubber 
Heel 
228 Same in Boot 
Nos. 128 and 228 also 
in “A” Grade 
Oak Tanned Bend Soles 
—Channelled. To retail 
at $5. 


The best of values, to retail at: 


81% to 11—$3.50; 11% to 2—$4. 


ENSIBLE in design—attractive—comfortable—good wearers 
5 —these are the net qualities of TRETCO “Turns” and 
“Welts.” Made in Baltimore, where production conditions 
are advantageous, TRETCO SHOES are all priced to insure 


real value for the customer and a worth-while profit to the 
merchant. Write today for samples and our complete catalog. 


LITTLE FRETCO TURNS 


—popular styles that show a quick turn-over. 


“B” Grade “B” Grade 


670 Senior and Junior 723 Child’s Patent, imi- 
Misses’ and Child’s Pat- tation tip, lace, Field 
Mouse E 


ent 1-strap, drill lined, os 


736 Same, Grey Elk top 


cut-out quarter. 
To retail at: 
With Spring Heels 
3 to 8—$2; 8% to 11— 
$2.50 
Rubber Heels 
11144 to 2—$3.50; 2% to 
8—$4.50 


636 Same, White Cab. top 

638 Same, Champagne 

Kid top 

640 Same, Black Mat. top 

604 Tan Calf, tip, lace 
To retail at: 

3 to 8—$2.50; 814 to 11—$3 


The Robt. E. Tubman Company 


Established 1906 ‘ Baltimore 
NEW YORK DISTRIBUTORS 
Carrying a Complete Stock of all TRETCO Numbers 








WM. KELLERS SHOE CoO., Inc. 198 Church St., New York City 
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King Wants Style 
Reports 


Frank B. King, chairman of 
the N. S. T. A. style commit- 
tee, has issued a request to 
the members of his committee 
to send in their footwear fash- 
ion forecasts with all possible 
speed, so that these reports 
may be combined with other 
style reports and be ready in 
ample time for submittal to 
the style conference of the al- 
lied industries, which will be 
held in November in New York 
City. 











Ed. Cox on Trip 


Ed. M. Cox, who travels the 
South, from the Ohio River to the 
Gulf, is now off for Dixie. Ed trav- 
els for the Old Colony Shoe Co. of 
Brockton, Mass. He says that his 
house is busy all the time making 
men’s high-grade shoes. Ed is one 
of the live wire members of the 
Southern Shoe Travelers’ Associa- 
tion and is a former president of 
this organization. 


Holder High Edmonds 
Man 


D. H. Holder, who covers Okla- 
homa for the Edmonds Shoe Co., 
“walked away” with first honors for 
the last week in August, although 
on account of illness and five weeks’ 
loss of time at the season’s start he 
commenced at the bottom of the list 
of salesmen. President W. A. Ed- 
monds recently wrote D. H. that he 
certainly “knocked a home run” with 
four new accounts that week. The 
president also congratulated Mr. 
Holder on the manner in which he 
is developing his territory, and 
pledged the company’s cooperation. 

Here is the Edmonds Honor Roll 
for week ending Aug. 28: Holder, 
931 pairs; Edwards, 685 pairs; 
Cohn, 485 pairs; McManus, 385 
pairs; Slesnick, 207 pairs; Schuh, 
102 pairs. In addition to the per- 
sonal sales, these men have to their 
credit mail orders, bringing Holder’s 
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Conducted by Helen M. Haney, Associate Editor 





total up to 952, Edwards’ to 712, 
Cohn’s to 492, McManus’ to 446, 
Slesnick’s to 210. 


ey 
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N. S. T. A. $1,000 group in- 
surance policies were mailed 
to 87 per cent of the National 
membership on Oct. 1. This 
means that all members now 
on the books of the N. S. T. A. 
are in good standing and are 
insured for $1,000. Any shoe 
traveler wishing to join the 
N. S. T. A. or former members 
who wish to be reinstated and 
take advantage of this group 
insurance, should get in touch 
immediately with Secretary T. 
A. Delany, 183 Essex Street, 
Boston. It is stated that the 
National Shoe Travelers’ As- 
sociation is the only organiza- 
tion in the United States 
which has a feature of this 
size. An enormous amount of 
work was necessary in order 
to put this into operation. 
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Illustrating the Varsity 


Stock No. 150—Tan Calf, Price $5. 
Stock No. 151—Imported Blk. Calf, Price... 5.75 


DUSTY CARTONS 


Perhaps you know what we mean— 
you order for Fall four or five—-maybe 
10 or 12 pairs to a size. Some of them 
sell and some just collect dust. At the end 
of the season there’s no need of going 
to your books to find your turnover— 
just count the dusty cartons—there’ll 
be a lot of them there. 


All of which should lead you to curse 
the men’s shoe business in the grand 
old manner, or— 


Send for our new catalogue of Just 
Wright Shoes in stock—it’s hot off the 
press. 


There are 13 numbers in stock. (Who’s 


THE 


superstitious?) The styles are sellers 
—for unless they turn 5 times a year 
for us we don’t keep them, which fact 
assures you of fresh, clean, snappy 
shoes. 


QUALITY! Our purchasing depart- 
ment has but one instruction—‘‘Buy the 
best and see that you get it.” 


Again we suggest—either stretch your 
cursing vocabulary—or try the 1927 
plan of operating your Men’s Depart- 
ment—thru the Just Wright Stock 
Department. 


Stock shoes either plain or branded 
Just Wright—as you wish. 


me gr wriGH? 


- SHOE 


E. T. WRIGHT & CO., Inc., Rockland, Mass. 
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Smith in South for Packard 


That B. B. Smith, Southern rep- 
resentative for the M. A. Packard 
Co., is anticipating the demand for 
sport ‘and golf oxfords is readily 
shown by the extensive line of these 
models that he has taken with him 
on his advance selling trip to the 
Southern resorts. 

“The different color combinations 
and patterns are strikingly effec- 
tive,” said Mr. Smith in a recent in- 
terview, “and I am losing no time 
in presenting these latest styles of 
Packards to the buyers.” 

Incidentally, Mr. Smith returned 
to the Packard company last. sea- 
son after selling another line for a 
while, yet judging from the amount 
of orders that he has sent in it is 
quite evident that he has not been 
forgotten by his many friends in his 
territory. 


Goll with Stanley 


Duttenhofer 


Glen L. Goll, who covers Ohio and 
Michigan for the Stanley Dutten- 
hofer Co., is now on his second trip 
for this house. 


Harrison Sales ‘“‘Meet”’ 
With Ground Gripper 


The salesforce of the Harrison 
Shoe Co. recently held its annual 
sales conference at the Everett, 
Mass., factory. Samples for winter 
and spring selling were submitted 
and future policies were discussed. 
Among those present were: W. L. 
Judd, who covers eastern Pennsyl- 
vania and northern New Jersey; 
Joseph E. Rice and George P. Kim- 


ball, who cover northern New Eng- - 


land, and L. B. Clark, sales manager. 





Here are the Lewis A. Crossett Co.’s salesmen’s 





J. T. Vance, who represents The 
Bradford Shoe Co. of Columbus, 
Ohio in Indiana. Vance is enthu- 
siastic regarding his connection 
with the Bradford Shoe Co. After 
spending one week in the plant 
studying the sample line and 
shoes in process, he states that 
he can present his. line to his 
many friends in Indiana with ab- 
solute confidence 


Brooks with Franklin 


Arthur L. Brooks, until recently 
with the M. A. Packard Co. and be- 
fore that with the Stetson Shoe Co., 
has recently joined the sales force of 
the Franklin Shoe Co. Mr. Brooks 
will cover his “old stamping ground,” 
which he has covered for a great 
many years in the Southland. He 


is regarded as one of “The Oki 
Guards.” 
Furlong in Boston 


Thomas W. Furlong, president of 
the Buffalo Association of Traveling 








convention group 
Shore Gardens, Nantasket, Masa. 


at their eventful outing held recently at McPeake’s 
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Shoe Salesmen, recently visited Bos- 
ton and made an official call at N. S. 
T. A. headquarters. 


With Ground Gripper 

“Nat” Adams, for the past twenty 
years representing the Williams- 
Clark line of Lynn, Mass., and prior 
to that with Faunce & Spinney Co., 
is now specialty man for the Ground 
Gripper Co. He will cover the entire 
country for this latter house, open- 
ing stores and giving good merchan- 
dising counsel. Mr. Adams is a 
high-grade salesman and knows the 
trade thoroughly. 


Aniééais with Alden, 
Walker & Wilde 


Charles L. Anderson, who was for- 
merly a member of the sales force 
of the Paramount Shoe Co., Augusta, 
Maine, is now New England repre- 
sentative for Alden, -Walker & 
Wilde, Inc. He will cover his old 
territory—New England. 


Frank Mullin Visits Boston 


Frank D. Mullin, who has covered 
the Coast for Lewis A. Crossett for 
many years, visited the National 
secretary recently, en route from the 
North Abington, Mass., factory for 
“Westward Ho.” Frank was in at- 
tendance at the recent Crossett sales 
conference, getting samples and 
men’s style information for the com- 
ing season. Mr. Mullin is one of 
the organizers of the Pacific Coast 
Shoe Travelers’ Association and is 
also one of the “old stand-bys” of 
the N. S. T. A. He told Secretary 
Tom Delany that he would very 
much like to have a near-future Na- 
tional convention held on the Pacific 
Coast. 














BOOT 


“Dallas” 


19/8 Heel 


B625—Black Suede ............... $5.00 
B545 Black Velvet 4.75 
BS595 Patent Leather id 


“Tulip” 


Cuban Heel 


B619 Black Suede 
B616 Patent 
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Black Suede 
Black Velvet 
Patent 
Satin 


B676—Black Velvet 
BG75—Patent Leather 


“Clare” 


B620—Black Suede ............... $4.75 
$—Black Velvet 4.25 





The MENIHAN COMPANY 


SHOEMAKERS FOR WOMEN 


Rochester, N. Y., U. S. A. 


New York + a as fiazbet ‘e Bi 
dg ds. 


BS72—Patent 
B57: 








424 Belview Ave. 
. KUSHINS 


Oakland, Cal., bags zt 


Chicago Office: a piaette Hotei 


F. 
Cleveland Oops Pa 7 szten Trust Blae. 


Los Angeles Office: 107 E. 8th 8 
Cc. E. VAN DEGRIFT aes 


Makers of Menihan Arch-Aid Shoe 





Write for Agency Proposition 
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Some Unevenness in Progress 


of Fall Shoe Season 


Weather Affects Trade in Some Centers 


n progress in the fall season. 


A slackening is reported in some centers, but it 


[oon vee is a lack of unanimity in the reports from retail shoe centers this week 
0 


appears to be due to weather conditions rather than to any economic or style 


reasons. 
effect on trade. 
has been registered. 


Warm weather at many points, particularly in the East, had a slowing down 
The reports indicate, however, that public approval of current styles 
It is noticeable that: a wide variety of footwear is selling in all 


cities. Women are buying strapped shoes, pumps, gored slippers, oxfords and ties. 
The whole gamut of patterns is in demand. This should make for excellent business. 
Black continues as the ruling color, pressed hard by brown. There is some basis for 
the belief that brown may ultimately displace black as the season’s leading color. Rep- 


tiles, either the genuine or simulated are still in the spotlight. 


All sorts of grain 


leathers are selling, and are even creeping into the men’s lines. 








BOSTON | 


Fall in Full Fall Swing 


HE retail shoe stores of the 
eity are making effective dis- 
plays of the new fall footwear and 
are getting a good customer re- 
sponse. “Shoes for the Occasion” 
are featured—for walking; for aft- 
ernoon or evening; and for street 
wear, in a wide variety of patterns. 
The low heel shoes its popularity 
with the spike. One-straps con- 
tinue to lead in the new models 
bought, although some stores re- 
port that the eyelet tie is a little 
ahead in the demand. Many plain 
pumps are sold, as well as gores. 
All reptile shoes, and _ reptile- 
trimmed shoes, are attractively 
shown and advertised. At first the 
public looked at the new skins and 
their imitations interestedly, but 
refrained from buying, on account 
of their strangeness, but now so 
well introduced are they that the 
custemer calls for a snakeskin, or 
an alligator shoe, as glibly as for a 
patent leather, a calf, or a kid shoe. 
The doggy shoe for women with 
wide toe and inch heel has made 
its appearance in a high-grade ex- 
clusive shoe store here, and so 
popular has it become that the 
buyer has sized in twice on this 
style. 
The schools of the city are now 
in full swing and much attention is 
paid by merchants to the children’s 





trade. Special departments have 
been arranged, and old ones re- 
decorated. 

With Boston spending millions 
for its street widenings and exten- 
sions, and more street improve- 





CHECK WARNING 


The Treasury Department 
serves notice that 1000 United 
States Government checks 
from the Navy Yard in Phila- 
delphia have been stolen. 

The signature of the dis- 
bursing officer, E. M. Wright, 
is said to have been forged on 
them and various amounts 
filled in. 

The series runs from 
2,001 te 3,000, each check 
bearing in the lower right- 
hand corner the number 1816. 

Inasmuch as Government 
checks are usually accepted 
without thought of investiga- 
tion, keep your eye open for 
these numbers. 


ments in the making to keep step 
with increased building construc- 
tion; with new garages to accom- 
modate customers, and shoe stores 
putting forth their best efforts, 
through effective newspaper adver- 
tising, it is not strange that Roger 
W. Babson, in an address on Sep- 
tember 11 at the Thirteenth An- 


said that Boston is one of the best 
cities in the country in which to 
sell goods, and that its trade pros- 
pects for fall are excellent. 


| CHICAGO | 


Business Improves Further 


EPTEMBER, which in the first 
ten days didn’t show much of 
the encouraging volume that fall 
usually brings, took a decided turn 
for the better and the second part 
of the month developed a very 
steady and satisfying business. 
There has been a very decided 
demand for black footwear in vel- 
vets and satins and for patents as 
was expected. Darker shades of 
tan have sold in plain leathers and 
in combination with lighter or 
darker shades of plain or reptile 
grain effects. The. large fan 
tongued colonial has had its usual 
run of interest. The gored effects 
with buckle and trim of leather and 
beads sells well and continues in 


may be safely considered 
bet” in shoe style in Chicago. 
are to be found in plain patents, 


nual National Business Conference, , 




















ALL JOBBERS CARRY ITIN 
STOCK — 


Whittemore Bros. 


$s R 
Boston, Mass. 


In ordering, specify colors wanted. Made in Black—"Tan—Neutral—White and any desired colors 
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trimmed with many grained leather 
effects and in vari colored kid 
leathers. me * 

A good deal of calf leather foot- 
wear is being sold in slippers as 
well as oxfords. Much of it is in 
fancy grain effects some in two- 
tone patterns with -smooth and 
grained leather in combinations. 

Beads are back on the vamps of 
satin footwear and bead and braid 
trims on the velvets.. Not a great 
deal of suede is seen except in the 
higher priced lines. 

One of the features of the season 
has been the growth of the demand 
for welt footwear. The Stetson 
Shops in the loop where welt foot- 
wear is featured have grown to the 
demand and the shop: on Adams 
Street and Dearborn is being en- 
larged to almost twice its size to 
take care of the business. The 
shop located on East Madison street 
has been unusually successful 
since it was opened early in the 
spring. Most of the stores are do- 
ing a good business on welt oxfords 
even into the twelve dollar grade 
and higher. 

The men’s business is about sta- 
tionary. The trade has been good 
but no more than that. Blacks 
have been running heavily, almost 
to forty percent of the volume. 
Grained leathers with heavy and 
tap soles are also good. 





DETROIT | 











Wide Range in Styles 


HE early fall business is re- 
ported to be fair by Detroit 
merchants. Early September re- 
ceived an impetus to business by 
reason of Labor Day, and since 
then things have steadied down to 
the usual demand for fall lines. 
Business has not developed along 
any particular color or style, wom- 
en’s desires appearing to be ex- 
tremely varied. At one store it 
was reported that there was con- 
siderable demand for gray lIeath- 
ers, while others report nothing 
doing in grays. Black of course is 
being shown in greater propor- 
tions than colors and is selling well. 
Patent leather, gun metal and 
satins are selling in good propor- 
tions. The darker brown shades 


are being received with some favor. 
Navy blue and red patents have ap- 
peared in the windows, but as yet 
have had no time to develop a de- 
mand. 

Shoe merchants are developing 
individual demands by presenting 


patent leather. 
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a varied offering in their advertise- 
ménts. Alfred J. Ruby, Inc.,.. 1529 
Washington “Boulevard; show in 
their windows black patent and 
satin pumps with large cut-steel and 
rhinestone buckles, while at the 
same time they offer in the news- 
paper announcements a one-strap 
reptile. The I. Miller Salon, at 
Russeks, Woodward Avenue, pre- 
sents a patent leather with reptile 
combination having scalloped edges, 
not only around the vamp and 
quarter, but around the entire out- 
lines of the top of the one-strap 
slipper they have designed to 
match the scalloped edges of the 
newgowns. The McBryde Boot 
Shop, 1559 Woodward Avenue, go 
to. the other extreme and offer a 











SELL MORE BOOTS 


Boys’ shoe in tan Russia in Hamp- 
stead brown, to be worn by the 
young man of eight or nine, or a 
little older, with lots of “dog” 
emphasized in the perforations and 
pinkings, eight brass eyelets and 
rubber toplift, making a heel of 
6/8 in height. 














plain opera pump as the smart 
thing for fall. Shoe departments 
in department stores are the first 
to push navy blue and red patents. 
Hudson’s illustrate and describe a 
Chanel red kidskin pump, with 
quarter and spike heel of red 
This shoe has an 
extremely narrow strap. A navy 
blue offered is of the pump type 
without tongue but has a blue and 
gray kidskin ornament in place of 
buckle. 

Ties and lace effects appear to be 
looming up stronger in the sales 
as the month passes. 

In men’s lines the tan oxford 
predominates, blacks not develop- 
ing as strongly as was at first ex- 
pected. Young men are not buying 
high cuts at all, but older men, as 


usual, are calling for higher shoes _ 


for their - winter wear. 
square toes are still favared- 
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Trade a Bit Slower 


HE week ending September 

25th offered conclusive evi- 
dence that the weather element is 
a vital factor in stimulating or de- 
creasing the retail shoe business. 
The temperature has risen con- 
siderably and the tang of Fall at- 
mosphere has practically disap- 
peared as well as the briskness in 
the shoe business which was so 
active during the previous week. 

The condition was general in all 
types of stores and the volume of 
business done on Saturday in many 
cases decided the problem of 
whether a gain or a loss would be 
shown for the week over the same 
period in 1925. A majority of 
stores report the month ahead of 
last year’s period. In fact some 
stated that the month was in, 
meaning they had equalled last 
year’s business. The earlier part 
of September indicated a tremen- 
dous increase which has been 
somewhat cut down due to the 
slackening of the past few days. 
The lull which was prevalent dur- 
ing the week is, of course, only 
temporary and the first cool wave 
will shoot the business skyward, is 
the opinion of everyone. 

The style note of the week which 
commands importance in the trend 
is the continued increase in the 
call for square-toed oxfords. Tom- 
Boy suits which the flappers have 
adopted has fairly swamped the 
stores with shoes of the sport ox- 
ford types to accompany their 
garment. Tan calf leads, some 
reptilian trimming is acceptable, 
gun-metal and patent are showing 
well in the call in this type of 
footwear. One store reports having 
sold a complete line on these types 
and have reordered. 

A cherry patent pump shown by 
one store failed to register any ex- 
citement when asked their opinion 
of this material as a vogue. They 
answered “no” when questioned if 
they would reorder on this pattern. 





| or ST, LOUIS 








Slight Slowing Down — 
ETAILERS of shoes in Milwau- 


fallen off during the 
two in comparison 


of the Sabo 
he Baltered the 
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When You Sell Children’s Shoes 
What Counts Most ? 


MOTHER and Dad payfor the 
youngsters’ shoes — and 
thechildren buyon appearance. 


But after a few weeks of stren- 
uous wear, the glamour of 
newness is gone — 


And the new ones are just shoes. 


That’s when Mother and Dad 
make mental notesastowhether 
the same dealer gets the busi- 
ness or a new one has a chance. 


Where Daughter and Sonny 
think of shine, Mother and Dad 


think of wear — and the shoes 
that stand up win every time. 


Remember this next time you 
buy — and get a line on the 
Thorogood line. 


Dealers everywhere have found 
that Thorogoods please the chil- 
dren — and win the goodwill 
of Mother and Dad by the long 
service they give. 


There’s profit aplenty in Thoro- 
goods — dependable profit that 
grows and grows as satisfied 
customers increase. 


ALBERT H. 


WEINBRENNER 


COMPANY 
fast Sizes. MILWAUKEE 


No. 201 Rivers Ps 


No. 213 Bin. Aso © s — ~ 
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son for the slowness of business 
was due to the many sales recently 
during which the public covered its 
needs on footwear. Another of the 
larger stores said that its trade 
which purchases only high quality 
footwear had not started to buy for 
the new season. This company 
does not know whether it has been 
because the people have stayed at 
their summer homes later than 
usual this year or whether they 
have not made up their minds to 
take fall footwear for a few weeks. 

Childrer’s shoes in both the high 
and low styles have been moving 
very well in Milwaukee since school 
has opened and the prevailing col- 
ors are black and brown. In the 
ladies’ shoe departments patent 
leathers are the big movers and the 
demand has been very satisfactory 
in all of the stores. The medium 
browns are in better favor than the 
lighter shades of that color, al- 
though some of the light footwear 
is being sold. Suedes are moving 
better than they have heretofore 
and there is some call for black 
satins. It is too early in the season 
for either of these types and the 
call. for them. will not be heavy for 
the next several weeks. The open- 
work low shoe is in particular favor 
as usual, with a few sales of plain 
oxfords. 

Low shoes are the best sellers in 
the men’s shoe departments, where 
the trend also is away from the 
light shades of brown which were 
in vogue during the warm months. 
Darker shades of brown are good 
movers and blacks are coming into 
their own with the fall season. 


Fall Trade Starts Well 


ALL business has started well 
in this city, according to local 
retail shoe merchants. The outlook 
for a better season than was expe- 
rienced during the fall period last 
year is very bright. Oxfords are 
commanding a ready sale this fall, 
and while light colors are still be- 
ing worn, black seems to be gain- 
ing ground as the popular color. 
Both black patent and black satin 
footwear is selling readily. Extreme 
spike heels are also popular in the 
footwear being sold at the shoe 
stores here so far this fall. Brown 
seems to be the most popular color 
for men’s footwear in Denver at 
this time. 
During the past week the Broad- 
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hurst-Young Shoe Compay has. been 
featuring the Tampa Tie, a fall 
style in fawn kingsnake with fawn 
kid trim, which is being retailed at 
$15 a pair. The Fontius Company 
is calling attention to a side-lace 
oxford with round toe and high 
spike heels, which comes in black 
satin vamp with moire satin quar- 
ter and heel, patent vamp with tan 
and brown chec-chec quarter and 
heel, or in medium brown kid with 
brown and tan quarter and heel. 
The Lewis & Son store has been 
featuring a tie oxford for early fall 
wear, which is offered in patent 
with reptile trimming and Cam- 
bridge Russian calf with snake 
trimming. Gano-Downs points out 
that many of the smartest French 
shoes for early fall wear combine 
plain leather with python snake 





FEET GROWN OLD FIRST 


“Feet grow old _ before 
faces,” said a veteran shoe de- 
signer. “Just watch women as 
they pass along the street and 
see if it is not so. Youth 
steps briskly along, with a 
smiling face and mature years 
follows afterwards, with face 
still smiling, but with feet 
at slower tread. 

“But, fortunately, the mat- 
ter is not as bad as it used to 
be. Since short skirts and 
light and dainty novelty style 
shoes have becom: the fash- 
ion, the youth of :et is pre- 
served for a longe : period of 
years. 

“Some day,” concluded the 
designer, “we shoe men are 
going to convince women that 
feet must be kept as young as 
faces and then we will have a 
golden era for our business.” 


outlined with the new pearl kid. 
This store reports a good demand 
for patent pumps at the present 
time. The shoe department of the 
Neusteter company is selling a 
goodly number of sleek black patent 
oxfords with extreme spike heels 
and three eyelit silk ties. 

General business conditions are 
showing improvement in the Den- 
ver territory. The farmers are 
harvesting good crops and the big- 
gest sugar beet cop in the history 
of the State is being dug. This all 
means increased money in circula- 
tion in Colorado and all lines of 
business will benefit. 






ST. Bau 


Business Healthy 


EPTEMBER business in the 

footwear line stepped forward 
with good healthy strides right from 
the first day of the month, accord- 
ing to reports of dealers here. With 
only a few hangover sales, and these 
occasioned by special circumstances, 
patrons have been taking to the new, 
regular-priced stuff with a vigor 
that was gratifying to the shoe men. 
Chilly weather, the opening of 
school, a generally healthy business 
condition and more than fair crop 
returns in the great territory tribu- 
tary combined to get the fall busi- 
ness off on the right kind of a start. 
On styles there is little to be said. 
It seems to be a case of blacks and 
more blacks. Reptile leathers, en- 
tire and in combinations, are hold- 
ing up. Step-ins and one-straps 
have the call on models, with moder- 
ate high heels preferred. In ox- 
fords, of course, the tans are espe- 
cially popular. 


SAN FRANCISCO 
OEE Sen Cee 


Fall Season Shows Speed 


AN FRANCISCO’S annual co- 

operative fall Fashion Week, 
Sept.*4 to 11, served to add even 
further speed to autumn footwear 
buying, already well under way. 
From the merchants’ viewpoint the 
weather has been made to order, 
sunny, but cool enough to make se- 
lection of winter apparel quite 
timely. 

Patents, as a group, remain the 
undisputed first choice of San Fran- 
cisco women, ranging from 40 to 60 
per cent of the total volume of rep- 
resentative stores. In the majority, 
patents used with various. novelty 
leather materials in quarters, inlays, 
panels and trimmings rank first in 
demand, but a satisfactory business 





and reptilian leathers in 
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S802 
A NEW 
MATRIX 
SHOE IN 
STOCK 


Fhe Fithian 


One of The New Models In 
MATRIX SHOES 


for WOMEN 


Ideal 
Chor Walking 
And Sports Wear 


Made by E. P. REED & CO., Rochester 


New York Style Studio: 
MARBRIDGE BUILDING, (BROADWAY at 34th ST) 


Chicago Office: 1316 Republic Building ‘ Philadelphia Office: Denckla Building 


October 2, 1926 
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style possibilities are reduced appre- 
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that suede has’ always’ been A’ style / TL onis Prince Visits Boston 
‘ € ‘ q 4 


shoe material in ‘this. State.. But. .. i. 3 
Harry Cantrowith of the Moss store BosTton.—Louis R. Prince of Los 
on Market Street, featuring.$5 and Angeles, who-eovers Oregon, Wash- 
$7.50 shoes -exclusively, evidently ington and#Califorgia—some 2200 
had higher regard for feminine psy- Miles in all--fey Piigellerson-Rafter 
chology than traditions. Last year Co. of No 5 Me.,: motored "cross 
velvets-were good in his store: “He~the Continent-recenfly for a visit to 
didn’t want te-repeat, yet he needed Ed Rafter ani ‘his-.New England 
a novelty black to filldin. So’he has “outfit.” “Mr. Prinee “was accom- 
been featuring black -suedes in panied by his wife ~They covered 
pumps and ties and has already sold 4600 miles, ‘fhrowgh the Yellowstone 
more than 1000 pairs, closing out over good andbad@roads in about 
three of the eight styles with which twenty days’ ‘driyiag but took thirty 
he sstarted the season. Soin this. days to complete thetrip. They left 
store suedes, which are tagging far -Boston for New ¥ark, Sept 27, from 
behind =‘lsewhere, are in second Which they spile@ . 30 for home, 
plaee.frpm a sales standpoint. by way of the Panama Canal to San 
Blue kid, now being shown with Francisco. This is Mr. Prince’s first 
all types of interesting variations, Visit to his old homeé, Boston, for four 
gray kid insets, cutwork and-mother years. He hastived on the Pacific 
of pearl patent trims in-rouler ef- Coast for 20 years, and says that he 
fects, are beginning ‘to ‘move satis- likes that section of the country very 
factorily in the styJe shops featur- ™uch. He makes his headquarters at 
ing them. Harry “Gibsons of the ~ the Angelus Hotel, Los Angeles. 
White House is showing an espe- He states that conditions on the 
cially beautiful Colonial pump with coast as a whole are very good; that 
high tongue and ‘silver “buckles. In there is a steady, improvement in 
midnight blue kid or patent leather the shoe business; that Southern 
it retails for $18.50. Cherry red California, which suffered from a de- 
patents continue to*be more or less pression in the latter part of 1925, 
show pieces and with a threatened and early part of 1926, is coming 
influx of cheap imitations their along finely in a business way. Mr. 
Daniels is a member of the Los 
ciably. Angeles Shoe Travelers Association, 
At present, one-straps represent a affiliated with the Pacific Coast Shoe 
majority of models being sold, but Travelers. His father is R. J. Prince, 
a well defined tendency toward the who travels the Pacific Coast for M. 
Mat mae pe gone = a A. Packard Co. The elder Mr. Prince 
y &@ number of dealers. Fashion enjoys a continuous shoe traveling 
ties and oxfords in both high and salesman service of 57 years, a record 
low heels are extremely good. In hich f th i 
stores catering to the flapper trade, Ree, ee Se ters i 
stilt-like heels retain their popu- 
larity, but the 18/8 heel is the aver- 
age choice for dress wear and the 
16/8 and 14/8 heel is selected for 
the street by most well dressed 


New Men’s Department 


MINNEAPOLIS.—With the opening 
of a brand new men’s store occupy- 


women. 
ing practically half of the second 
floor, reached by a special elevator 
| ROCHESTER | near a street entrance and equipped 
pO LTLLLLLLCLCLCLCC___SCwith a barber shop and a club wait- 


ing room, the men’s shoe department. 


Business Brisk has been moved up from the first 


EPTEMBER business started off floor and made one of the units of 

with a rush, and local merchants the new store. The shoe department 
reported a good pre-holiday business, has been given a good “strategical 
but the second week of September position” in the men’s store, the two 
was marked by a slowing up Of show cases being almost directly op- 
business. The present week, how- posite the elevator entrance and 
ever, has been much more satis- right alongside the suits which make 


factory and local merchants are up an entirely new department at 


satisfied that the outlook is ery Da ’s. The furnishings for. the 


cnesmrnnae . men’s store, including those for the 


Black is the outstanding color in 
women’s footwear at the present Shoe department of course, are en- 


time. Patents continue to be the tirely new, walnut being the prevail- 
leading material, followed by black ing note. Lawrence Organ is the 
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satin, black kid and black suede: --shoe department manager. -- -. .-- the convenience.of all co’ sone 


Trend Toward Darker 
Leathers 


MILWAUKEE—The light colors are 
going to be toned down this season, 
according to- E:-G. Hanson of the 
Pfister & Vogel Leather Co., one of 
the largest tanneries in the Middle 
West, as the trend now'seems to be 
in favor of darker colora,, ‘There are 
a number of differentight shades 
being made for ladies’ footwear, all 
of which are moving, said Mr. Han- 
son, but the company ig preparing 
to supply the demand for the darker 
shades. 

“We anticipate a better business 
on black suedes this year, as the 
women seem to have decided upon 
the suede as a popular shoe. “While 


the browns are still being made*for 
‘“meh’s shoes, there is a tendency 


from. our trade toward the blaéks 
mofte-than there has been in the past. 

“The business is better than it 
has been, but it must be found, and 
a large volume today depends on 
the amdtint of energy which is ex- 
erted to’ get the business. If a firm 
will go out and fight to get the salés 
it should do a good business; and the 
man who has the leather made up 
which the manufacturers want and 
which the tanner can supply on im- 
mediate notice—that man will re- 
ceive the orders.” 

One of the large tanneries at Mil- 
waukee which does a big volume on 
patent leathers annually reported 
that the weather of the past few 
weeks has been anything but favor- 
able for the production of the patent 
leather, due to the fact that there 
has been little sunshine, which is one 
of the vital necessities in producing 
this leather. This company also re- 
ported that there is a demand at 
present for high and low grade 
leathers, but the middle quality is in 
a slump for some unknown reason. 


Cincinnati Wants Eastern 
Time 


CINCINNATI.—A petition has been 
placed before the Interstate Com- 
merce Commission by the Chamber 
of Commerce and the Merchant’s Ex- 
change of Cincinnati to change the 
boundary line between the standard 
eastern and eastern time zones so as 
to place Cincinnati within the east- 
ern zone. ; 
- The petition reads, “If railroads 
are ‘permitted and required to use 
eastern standard time, it will best 
serve all classifications of business 
and individuals, and will best serve 
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ANNOUNCING A NEW 


MEMBER GRO-CORD 
OF THE FAMILY 


Here’s a new and different Gro- 
Cord sole, designed to supply 
that style gap between the out- 
and-out golf shoe and extreme 
dress footwear. It’s all Gro- 
Cord in construction — tough, 
flexible and resilient—and 
you'll recognize it by a distinc- 
Pog 5 ol tive and lifelike alligator finish. Nos. 1 asd 2 

A handsome cord sole, with the for Work or Service 
fabric hidden by its dark color. Shoes 








Golfers everywhere — fussy, Gro-Cord No. 1 and 2 sole is 
particular players—are standing made like a cord tire for service 
on and by the “Prince G” of the | —it functions like a balloon tire 
Gro-Cord family. It unfailingly in its easy riding qualities and is 
gives that rigid stance and stout _— particularly adaptable for work 
wear so necessary for accurate and service footwear. 


play. 


Cord Tire wear in every pair—Balloon Tire comfort in every 
step—That’s the Gro-Cord story in a nut shell which every Gro- 
Cord wearer will gladly vouch for. 


NOTE: Those persons in- 


fringing on our patents or 
naming their product to mis- 
lead the public on the “GRO- e 
CORD” trade mark will be 


prosecuted. 


Lima Cord Sole & Heel Co. 
Lima, Ohio 
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Shoe Production Continues 


At High Level 


Some Factories Report Being Swamped with Orders 


carcity of skilled labor is reported in some of the manufacturing centers and 


[ses high rate of activity among the country’s shoe factories continues unabated. 
S 


delivery dates are being pushed farther into the future. This does not mean that 
the productive capacity of the shoe factories is not adequate to the current demand, 
but it does indicate a more healthy condition of the trade than has been the rule for 
several seasons. Fall production is in full swing and most factories will be busy for 
another month or so. Spring styles are being talked of, but probably will not come up 
for serious consideration until the fall style’s conference in New York next month. 
Much of the production of women’s footwear is still on blacks, patent, suede and the 
like. Reptiles are freely used as trims and novelty leathers are finding increasing use- 
fulness. Men’s shoe factories are on a better basis than they have been in a long 


while. 


into the men’s business seems to be bearing fruit. 


_= 


Production at High Rate 


RODUCTION continues brisk 

here, with the factories making 
more shoes than a year ago. Either 
women are wearing more novelty 
styles, or Lynn is making shoes that 
please more people. Anyway, busi- 
ness is flourishing with Lynn shoe- 
makers. 

No style changes on a major 
scale are expected until after the 
national styles conference of Nov. 
4, and it is not known that there 
will be important changes after that 
event. Meanwhile style develop- 
ment of Lynn shoes goes on detail 
by detail. Some makers would wel- 
come a style change that would 
make winter shoes distinctively dif- 
ferent from summer shoes. But it 
is now too late to develop novelty 
boots, excepting by extraordinary 
efforts, for new lasts, new patterns 
and new stitching room equipment 
would be required for the making 
of Wellingtons or like boots in vol- 
ume. 

Oxford pumps represent the new- 
est idea in Lynn styles. These 
shoes are a combination of pumps 
and oxfords, for they are made over 
pump style lasts that fit snug at 
the heels and sides, but they fasten 
with laces or buttons like oxfords. 
One-straps are reported as gaining 
again. Step-ins with gores continue 
in some demand. Colonials are 


good for dress and street wear. But 
it is expected that the ornaments 
will come off when arctics are put 
on. ? 

Blacks continue strong and the 
reaction to colors is not as rapid 
as was expected. Some makers 
would now like to keep blacks run- 
ning through the winter and start 
on a new burst of colors in the 


New patterns and lasts are making headway and the efforts to inject more style 


spring. It is figured that the cut- 
ting of black materials in shops of 
the Lynn territory totals up to 
100,000 ft. daily. Patent is the 
foremost black. But black suede is 
gaining further and satins and vel- 
velts are running strong. Besides, 
there are the black grains, both the 
natural and the embossed. Of 
course, most of the black shoes are 
trimmed with contrasting colors 
and grains, and the “trio-tones” 
showing three colors are very good 
style. 

Blues, ranging from dawn to mid- 
night hues, are used to some extent 
and are much discussed because 
they are different. But it looks as 
if the fresh color development 
would be on browns, in luster, or 
patent, and suede finishes, and, of 
course, the natural and embossed 
grains for street and sport wear. 


Business Brisk 
ALL and winter business con- 
tinues to pour into local factor- 
ies and increased employment and 
rising payrolls indicate a general 
wave of prosperity in the industry. 
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The Vogue for Lovely Shoe Buckles 
Is Sponsored by Stylish Women Everywhere! 





ORGEOUS buckles never fail to captivate fair women when they are 
purchasing new footwear. Reyco beautiful shoe adornments and the 






new fall footwear make a happy combination. Unusual and lovely in 






design—quick to win favor—and sure to give lasting satisfaction. 












Reap Your 
Harvest Now! 






Include Reyco 
adornments in 
your window and 
counter displays. 
Suggest them to 
your feminine 
trade. 
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THE 
REYNOLDS <¢(> COMPANY 


PROVIDENCE, R. I. 





Makers and Importers of Reyco Beautiful Shoe Adornments 
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very early in the season, but the 
shortage now has hit the making 
rooms and several firms report 
shoes ahead of the lasting and mak- 
ing departments. 

Medium and high grade turns 
are moving better and the turn 
shoe men express general encour- 
agement. Welts, although repre- 
senting but a small volume of local 
production, have enjoyed a spurt 
since midsummer. 

Black patent enjoys a front 
place in local production, refusing 
to be succeeded by velvet or kid, 
both of which are having an un- 
usual run. Fancy straps and ox- 
fords, expressing the originality 
and genius of their individual 
makers speak for the fall .and win- 
ter patterns in footwear. Plain 
pumps, too, are accorded some at- 
tention, with occasional Colonials 
breaking into the lines. Beaded 
shoes increase as the season ad- 
vances. Some fancy velvets ‘are 
selling, also new numbers in blue 
kid. Tans in calf and suede have 
made an opening that is impressive. 





BROCKTON 


Heavy Orders Reported 


EFLECTING published reports 

of good business in most sec- 
tions of the country, a grist of big 
orders poured into Brockton plants 
during the past week. Nearly every 
salesman now is in his territory and 
the batch of business coming in is 
good proof they have started with 
a rush. Extra tag writing forces 
have been employed during the week 
to take care of the extra work. 

Shoe shipments neared 11,000 
cases last week, showing steady 
progress to full production. Steady 
gain in shipments has nearly wiped 
out the deficit for the year as com- 
pared with 1925 figures, the de- 
crease coming in the spring months. 

With most of the factories work- 
ing to near capacity, considerable 
attention is being paid to prepara- 
tion of samples, many of which will 
be brand new, to be shown at the 
Brockton fair style show. The ex- 
hibit will be watched with much 


showing of the newest in men’s 
women’s lines. Of particular 
cern will be the effect of the effort 
to urge upon men a shoe of a 
distinct touch, featuring a 
heel and the less ABs 
Though stylists have 
for showing their models, it is no 
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secret that the mode of the longer 
shoe in narrower toes and higher 
heels constitute more than half of 
the patterns to be shown, and many 
of them are said to be done in blacks. 
Some handsome perforation effects, 
circular quarters and fancy tips are 
also shown. Many of the models 
have been’ “pepped up.” Light tan 
calfs will be less conspicuous, but 
there will be a deal of tan-colored 
leathers shown. 

Orders for women’s shoes have 
come in during the week in excep- 
tional volume, in fact one manufac- 
turer who turns out both men’s and 
women's lines says business for mi- 
lady’s wear has run ahead for the 
third successive week. 


MONOGRAM SHOES 


Monogram footwear is a 
new season’s feature, intro- 
duced by one of Haverhill’s 
enterprising makers. Foot- 
wear is.believed to be the 
latest article of milady’s ap- 
parel to popularize the mono- 


gram. The newest fad is to 
have the wearer’s monogram 
distinctively outlined on the 
vamp of the slipper in either 
cut steel or rhinestone bead- 
ing. Some -of these shoes 
carry the monogram on the 
quarter, but the favored place 
is on the tee of the vamp. 








Factories Continue Active 


O busy are the factories in and 
around.the Boston district that 

the employes have been taking work 
home, such as hand folding, and 
fancy stitching work. Power ma- 
chines have been installed in some 
of the homes and not only the em- 
ployes themselves, but their friends 


houses, and aye Mags the 
suburbs are earning a few extra 
dollars in their leisure time mak- 
ing bows and other shoe orna- 
ments. - : 





101 


The demand generally is for good 
shoes, with the preference given to 
$5.50 and $6.00 and over sellers, 
rather than styles to retail at $4.00. 


More attention is paid in the 
cheaper grades to better construc- 
tion, with straps placed at better 
angles, a greater refinement of 
pattern and better shaped lasts. 
Buyers have been insisting of late 
that good fitting qualities and 
style should not be sacrificed to 
price, although the materials in 
this case would obviously have to 
be cheaper. There is less bicker- 
ing as to prices, and manufactur- 
ers interviewed say that it is their 
belief that those retail shoe mer- 
chants featuring the -betfer grade 
shoes have nothing to fear from the 
chain stores, and those selling the 
$2.98 and $3.98 variety, if they will 
simply demonstrate-to their trade 
the disadvantage to the customer in 
buying the cheap lines. Their 
argument is that it is better to buy 
a shoe that. will wear three months 
at $6.00 than one that wears only 
three weeks at $3.98. 

Trade generally is in a very 
satisfactory condition, with Sep- 
tember showing an increased pro- 
duction over the corresponding 
period of last year. 





Large Orders Received 


RDERS from the salesmen in 

the territory continue té pour 
into the St. Louis shoe houses in 
enormous volume. Reports indi- 
cate that September will be a rec- 
ord month with good gains amassed 
by all institutions. 

Complaint is heard that factories 
are unable to cope with the orders 
being received although in practi- 
cally all instances factories are 
straining the capacity of their 
facilities. The style situation in 
the wholesale field approximates 
that of the retail field. Plain shoes 
predominate and immediate de- 
liveries are for the most part shoes 
of this type. — 

Patent of course leads the style 
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PHOEBE : 

Style 118 —Kid ............. $2.95 t 

Style 113-3—Patent Leather... 3.15 , 
IN STOCK 

Widths: A, 4 to 9; B, 3% to f 

9; OC, 2% to 9; D, 2% to 9; d 

E, 2% to 9. { 
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She Walks Without Weariness | 

Consider the salesgirl and the eight hours she spends in active : 

service on her feet. Store regulations demand she shall be smartly v 

shod and her common sense impels her toward shoes of comfort. ; 

f 

Fit her to SALLY SWEET TURNS, “the comfort shoe of tomor- 7 

row,” footwear of exquisite style and easeful comfort. Profits in P 
abundance await the store that features SALLY SWEET TURNS. : 

4 I 

Get the facts—write us. 

ii 

MacLaughlin-Sweet, Inc. , 

| Auburn, Maine : 

t 

a 

/ : | | b 
2 LLY SWELL URNS. , 
f 
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for this oxford and some manu- 
facturers are showing it in an all- 
over reptile. This latter type is 
extremely popular in spite of the 
loud guffaws it received in some 
quarters when a few style geniuses 
sprung it. 

Colored kids are showing more 
activity Marsalla, Rose Beige and 
relatives of the blonde family are 
gaining in esteem. Heels are divid- 
ed with the box heel effects re- 
ceiving a larger proportion of the 
division than the spike types. 
| | 


ROCHESTER 





Manufacturers Optimistic 


OCHESTER shoe factories are 

enjoying a splendid fall run, 
and local shoe factory executives 
are optimistic that the good busi- 
ness will continue right through 
the fall and that capacity produc- 
tion will be the order of the day 
well into December. 

Salesmen representing _local 
factories are on the road and are 
sending in good size-up orders 
which combined with the orders al- 
ready on the books are keeping the 
factories running at a very satis- 
factory rate. 


soe 
Be es 


Most Orders for Filling-in 


ANUFACTURERS of shoes in 
Milwaukee are confronted 

with the problem of hand-to-mouth 
buying on the part of the retailers 
which has affected practically every 
other line of industry and a good 
part of their business consists in 
filling orders for current shipment. 
There are very few orders being 
placed for shipment after Jan. 1, 
and most of them are for October 
and November delivery and run- 
ning into December. But the man- 
ufacturers, while they would rather 
do business on the old plan of hav- 
ing orders several weeks ahead, are 
more or less satisfied with the or- 
ders they are receiving and all are 
in normal production with one of 
the factories reporting that it is 
above the production of a year ago. 
The black and darker shades of 
brown are the ruling colors being 
taken by the trade from the manu- 
facturers. The browns have the 
edge on black, but the latter is hold- 
ing its own. Shoes are being made 
up in the Morocco grain and Var- 


sity grain, in both blacks and tans, 
both of these grains finding favor 
among the trade. The manufactur- 
ers anticipate that black suedes are 
going to stage a good comeback this 
season and are preparing for the 
orders on them. 

The manufacturers agree that the 
one who has the goods on the floor 
is the one who is getting the busi- 
ness, and the representatives have 
to keep on edge all of the time to 
get orders as competition is keen 
because service on shipments is the 
big thing in the business now. 








SIX ROWS OF STITCHING 


A shoe for “the young man” in 
stroller tan Russia calf, with double 
rows of black and white harness 
stitching and pinking, six brass 
eyelets, rubber toplift-making heel 
a 6/8 height. ; 





Sibley, Lindsay & Curr 
Company Opens New 
Building 


ROCHESTER—Sibley, Lindsay & 
Curr Company, Rochester’s largest 
department store, celebrated the 
completion of their new building 
with sales in all departments. 
This firm, which operates the largest 
department store between New 
York and Chicago recently com- 
pleted a large new addition which 
gives them a greatly increased 
floor space. To celebrate the oc- 
casion, Sibley, Lindsay & Curr 
Company issued an _ interesting 
brochure featuring the growth of 
the store and their service to the 
community. 
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Lapidus Building, Gold and Tillary 
Streets. 

In the new location the Mildred 
Shoe Company occupies three floors, 
with approximately 24,000 square 
feet of floor space, about double the 
amount in the Classon Avenue loca- 
tion. The new plant will give the 
firm a daily production capacity of 
1800 pairs. 

A. Dritsas is the proprietor of the 
business. He plans with the added 
facilities now at his command to 
augment his sales staff, which at 
present comprises Sam Shaves and 
his brother, Herman Shaves. 


Harsh & Chapline Busy 


MILWAUKEE— Some departments 
of the Harsh & Chapline Shoe Co. at 
Milwaukee are operating over nor- 
thal production, according to H. A. 
Unke of that firm, and more equip- 
ment for the cutting departments is 
being installed to bring about a 
larger production so that the highest 
amount of service can be given to 
the trade which is buying in small 
lots and frequently. The Harsh & 
Chapline Co. is now producing 7200 
pairs of shoes per day, of which 
1200 pairs are dress and semi-dress. 

“The business is very satisfac- 
tory,” said Mr. Unke, “and we an- 
ticipate that it will continue at the 
good rate which now characterizes 
it. Few orders are being placed by 
the trade for shipment later than 
December, but the volume will aver- 


both good movers, and we have 
found that the trade likes them in 
the blacks and tans. On the le 
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LEONARD & BARROWS ~ 
“Better than ever before in our 69 years of business” 
MIDDLEBORO, . MASS. — 
Users of STERLING PATENT COLT exclu ively 


YOU CANT ARGUE WITH 
A BENGAL TIGER > 


Or convince a Shoe Manufacturer who knows the facts 

that there are any other leathers superior to 

STERLING PATENT COLT and STERLING PATENT KID-- 
“Give them the BEST ” 

















Sterling Colt Sterling Hid 


Sterling 


BRISTOL PATENT LEATHER COMPANY --- BOSTON, MASS 
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Edwin Clapp Employees Outing 


Here is the big “shoe family” of Edwin Clapp & Son, Inc., snapped “tout ensemble” on Saturday, Sept. 11, as a 
grand finale to the week’s semi-annual sales conference 


East WEYMOUTH, Mass.— The 
employees of the Edwin Clapp & Son, 
Inc., made merry at Clapp Memorial 
Field Saturday afternoon, Sept. 11, 
immediately following the. semi-an- 
nual sales conference. The program 
started with lunch, presided over by 
Frank McIntosh and his committee. 
An interesting ball game between 
teams selected from workers on the 
three upper and three lower floors 
of the factory resulted in a victory 
for the lower floors’ team. Several 
airplanes from one of the army bases 
did thrilling “stunts”; other sport 
events for men and women followed. 








Barnett Lipp with Wichert 


New YorK—His many friends in 
the trade will be glad to learn that 
Barnett Lipp, prominent in Brook- 
lyn shoe circles for years, has tied 
up with the well known house of 
Wichert, Inc., manufacturers of a 
fine line of Brooklyn turns and welts. 
Mr. Lipp went with them a coupie 
of months ago and has since been 
occupied mainly in working out some 
of his own individual ideas, particu- 
larly in connection with the bench- 
made department in which he will 
have an active hand. He is design- 
ing many of the bench stylés and in 
addition will call on some of the 
leading merchants of New York as a 
sales representative. 

Mr. Lipp is a man of considerable 
experience in Brooklyn shoemaking. 
For a number of years he conducted 
his own factory, and in that time 
built up a nation-wide reputation as 
a style leader. Being associated with 
a house of the high character of 


The tug-of-war was an éxcellent il- 
lustration of strength and coopera- 
tion. The victorious team repre- 
sented the upper floors, thus 
compensating them for the loss of 
the ball game. 

Moving pictures were taken and 
several events not on the program 
were caught by the camera, includ- 
ing a game of leap frog by one of 
the visiting salesmen and three 
young women in their white knick- 
ers. This salesman’s customers 
would be surprised to find that he 
is as good at leap frog as at selling 
Edwin Clapp shoes. Guy P. Moses 


was caught in action, doing an ex- 
ceptionally fine Charleston with one 
of the girls who has been a stitcher 
for Edwin Clapp & Son, Inc., for 
many years. 

The Weymouth Legion band pro- 
vided the music and Salesmen 
“Bobby” Summers and Preston 
Moses showed exceptional ability as 
fox-trotters. The tonic, ice cream 
and other refreshment booths showed 
constant activity throughout the 
busy afternoon, and when the last 
photo was made of the entire com- 
pany the favorite topic of conversa- 
tion was next year’s outing. 





Wichert, he will have ample oppor- 
tunity to express himself in a way 
that will do justice to the product 
of this firm. 


Morrison Hotel Reserva- 


tions Heavy 


CHICAGO — Manager. McWilliams 
of the Morrison Hotel here reports 
a very heavy advance reservation 
list for the National Shoe Retailers’ 
Convention in January. 

“Reservations are reaching us,” 
said Mr. McWilliams, “from all over 
the country and at the present time 
the capacity of the hotel is almost 
sold for the convention week. East- 
ern firms have been early in getting 
their space requirements assured 
and many of the Western firms who 
made the Morrison their headquar- 
ters last year have asked for the 
same location again. 

“Every facility of the hotel will be 
at the command of the shoe men 


again this year and they may be 
sure that the Morrison will do 
everything possible to make their 
stay pleasant.” 


H. B. Thomas Now with 
James P. Malloy Shoe Co. 


MANCHESTER, N. H.—The James 
P.-Malloy Shoe Co., Inc., announces 
that Harry B. Thomas, formerly of 
Jones & Thomas Shoe Co., Lynn, has 
become associated with them as a 
member of the firm, to be in charge 
of the merchandising of the product. 
They make novelty McKay shoes 
which sell at popular prices to the 
volume trade. 

Mr. Thomas enjoys a w'de ac- 
quaintance and an excellent reputa- 
tion among the largest buyers. In 
a recent interview he expressed him- 
self as exceedingly. pleased with the 
grade of footwear which this is 
turning out. ; : 
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FALL STYLES 
IN THE SPOTLIGHT 


ee a eee Jeminine footwear 
16/8 heel --. 90.08 : ELS 


22 | Vt IN STOCK 


Lovella 
No. 71—All Bilver 


sole, 240 Last, : } : Be 
heel, ready October ex idee : TERMS, NET 10 DAYS 
ist .. $8.00 a ’ ae ; » Less than 3 pairs, 25c. a pair additional 


JOAN a2 = Widths AAA to C 
¢ ‘ Sizes up to 8 


No. a castes, 185 lest 
— _ : 9 Matrix of any shoe on request 


No. 49—Patent Leather, 190 Last, 
13/8 heel . 

No. 56 —Sauterne Kid, 240 Last, 
19/8 $6.90 


No. 73—Russia Calf, Welt, 506 
sae. 13/8 heel, ready r 
10t 


RIVOLI 
No. 47—Patent Leather, 220 Last, 20/8 heel. ..$5.85 
No. 48—Black Satin, 220 Last, 20/8 heel 


BORDERBAND 
One Strap with Oval Cut-out on Quarter 
No. a aan, heaped 7 13/8 Cuban 


“1378 Cuban 
. 5.75 


One Strap 
20—Patent Leather, 160 Last, 17/8 heel...$5.50 
21—Biack Satin, 160 Last, 17/8 heel..... 5.50 
22—Silver Brocade, bead ‘edge, turn sole, 
160 Last, 17/8 heel : 6.25 


Opera Pump 
27—White Satin, bead edge, turn — af 160 last, 17/8 heel... .$5.75 
LIDO 
One Strap 
51—Imported Brown Watersnake Calf, 190 Last, —e Cuban 


652—Imported Gray Watersnake Caif, 190 Last, 13/8 Cuba: n heel.. 6.00 
&4—Imported Champagne Lizard Calf, 190’ Last, 13/8 Cuban ite 


Five Eyelet Oxford 
565—Smoked Elk, Amber Calf Saddle and = Stay, Welt, 505 
Last, Crepe soje and heel, Widths AA to D .. $5.75 
HAMPTON 
Like Lovella without Cuat-outs 
70—wWhite Satin, bead edge, turn sole, 240 last, 19/8 pores ready 
October Ist sc soweneseeses eee 


Front Strap 


74—Silver Brocade, suitable for dyeing, Silver me Front 
Strap, Vamp, ‘Collar and Heel, 240 te 19/8 heel, bead 
edge turn sole, ready October 1 15th osesescvcvcs peu 


RICKARD SHOE COMPANY 
Haverhill, Mam. 





1926 
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BRocKTON.—With three-quarters 
of the year gone, Brockton district 
shoe manufacturers report that busi- 
ness has been much more favorable 
than for the corresponding period 
last year, and the same is true in the 
surrounding towns. Production now 
is at a high pitch throughout the 
district—the highest in two years, 
and when recapitulation of the year’s 
output is made there is little doubt 
but that this center will have made 
its best showing for quite some time. 

While it is agreed that improved 
business conditions throughout the 
country have played a strong part 
in this betterment, there are ob- 
servers here who say that some of 
the underlying causes can be laid to 
the changing aspect of the etty’s 
product. 

It was not many years ago when 
Brockton held the reputation of turn- 
ing out practically nothing except 
men’s high grade welt shoes, but 
such is not the case now. No less 
than fifteen concerns now are en- 
gaged either wholly or in part in the 
manufacture of a cheaper shoe which 
retails from $4 to $5. 

Output of women’s shoes has 
greatly increased in the district un- 
til now, one manufacturer ventures 
the guess, this type of shoe consti- 
tutes approximately thirty-five to 
forty per cent of the output. 

There is no question but that much 
additional trade has been brought to 
Brockton since June of last year, 
when William E. Doyle of the Doyle 
Shoe Co. asked for and obtained a 
third-grade price list from the 
unions. There were skeptical manu- 
facturers who argued that sinking of 
the opening wedge for the manufac- 
ture of cheaper shoes would be the 
beginning of a movement which 


—" 
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Brockton Stages Come Back in Shoe Production 


would tend to cheapen the city as the 
center of good shoe manufacture in 
the country. They. contended good 
footwear and cheaper products could 
not be made in the same place with- 
out loss of prestige to the city. On 
the other hand, Mr. Doyle, along 
with others, declared there was de- 
mand for a shoe to retail for less 
than the figure demanded for the 
good Brockton shoe. He said that 
since Brockton was not getting a 
great deal of business, a change in 
product. should be made to save the 
city from being seriously affected by 
only part-time work for its opera- 
tives. 

The situation brought long dis- 
cussion, finally resulting in the divi- 
sion of shoe men into two factions, 
one having confidence in the ability 
of the city to retain its prestige as 
a center for high grade shoe manu- 
facture, and the other certain that it 
could keep many workers busy and 
get much business by making a drive 
for sales of products a bit cheaper 
than the regular Brockton output. 
The list of manufacturers in this lat- 
ter group steadily has increased un- 
til now there are more than a dozen 
turning out such products. In some 
instances both the high and the 
cheaper grades of shoes are being 
made. 

Just at the present time the de- 
mand for Brockton’s high grade shoe 
is keeping all of the plants engaged 
in their manufacture operating at 
near. capacity. Shops making 
women’s lines are very busy likewise, 
but none of the plants is busier than 
those turning out cheaper footwear, 
showing, these manufacturers claim, 
the wisdom of taking the desperate 
chance in making shoes of a cheaper 


grade. 





Former Chicago Shoe Man Dies 


CuHIcAGoO.—Friends of L. E. Jef- 
fries, formerly with Mandel Broth- 
ers Shoe Department and more 
lately buyer and merchandise man- 
ager of the basement store of Rob- 
ertson’s in South Bend, Indiana, will 
be saddened to learn of his death last 
week due to a heart affection. 

Mr. Jeffries was one of the most 
admired and best liked men in Chi- 
cago’s retail shoe market and num- 
bered among his friends the most 
prominent of shoe travelers and 
merchants in the country. Always 
a willing listener to the traveler’s 
sales efforts and courteous to all Mr. 


Jeffries had won the friendship of 
every man with whom he came in 
contact. 

Early in June he was compelled to 
leave his work in South Bend and 
seek rest and doctor’s care for his 
troubles which finally became too 
much for his weakened condition. 


Cent a Sole Advance 


LYNN.—“Soles are higher by a 
cent a sole or two cents a pair, and 
we believe that this is but a begin- 











THE Best SHOE 
FOR GIRLS & BOYS 


A Day , ane 
in the Life AL 
of a Ai,” 


Best Shoe 


730— Was rudely awakened by Jack who dragged 
me from the corner where he threw me last 


night 

8.00— Unwillingly forced to step on Betty's feet un- 
der the breakfast table. Necdless to say she 
retaliated. 


&.45— Off to school. Why must Jack kick at every 
tree he sees? 


12.00— Recess. That horrid Jones boy bullied Jack 
into a fight, and we rolled around on the 
‘stone court for 5 minutes. My scratches are 
terribly painful 








2.00— We start home. It has rained and the streets 
are full of puddles. | hate getting wet but 
Jack would insist on wading through every 
one 


4.00— Foorball practice im the back yard. | never 
realized how heavy footballs are. 


7.00— Dinner time Insulted by Jack's mother who 
says his shoes look dreadful and must be 
changed. 


7.05— That ‘dreadful dog, Fido, came running in 

yust as Jack was changing his shoes and near- 

* ly shook the life out of me. | wonder how» 
stand it’ 


BUT A BEST SHOE HAS AN IRON CONSTITUTION 
AND WILL SURVIVE NOT ONE, BUT 
MANY DAYS LIKE THIS! 


All leather and the best Rather wheres 
leather should be used. 


Prices 4.50 to 10.00 


Best & Co. 


FIFTH AVENUE AT 35th STREET—W Y ESTABLISHED 1679 





How Best & Co., New York, “hwman- 
ize” their boys’ shoe advertising 


ning of a general advance in the 
price of soles.” So says a Lynn sole 
leather man, and he adds this: 
“Light flexible soles, such as are 
commonly used on popular grade of 
McKays, have at last become scarce, 
after long being in excess supply, 
and as tanners are curtailing on 
light leather, there is a prospect that 
the shortage of light soles will in- 







EAST WEYMOUTH.MASS. 








FoR MEN 
(P) M. A. PACKARD CO., Makers (P) 
BROCKTON ___. 


NETTLETON 
Shoes of Worth 
A. E. NETTLETON CO. 


H. W. COOK, President 
N. Y., U. S. A. 
MEN’S FINE SHOES EXCLUSIVELY 











Stacy Adams Co. 
Manufacturers of 
MEN’S FINE 














ponent 
| BOSTONIANS 
Commonweattu Snot & Leatuer C6. 


WHITMAN, MASS. 











Carried Stock 
11 South Stree 
Beston 


hoe sees 


FOR MEN Brockton," Maes 
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BROCKTON, MASS 
Address all communications to the factory 
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Celebrates Its Own Sesquicentennial 


Hon. Frank G. Alien 


Big Increase in Imports of 
Upper Leather 


NEw YorkK—‘“Upper leather im- 
ports from Germany have had an 
enormous increase for the first six 
months of the year, according to the 
Government statisties,” says a state- 
ment issued by the Calf Tanners’ 
Association. 

“Figures show that whereas 760,- 
000 feet of calf leather were im- 
ported from Germany in the first six 
months of 1925, 2,900,000 feet were 
imported for the first six months of 
1926, and that from the Nether- 
lands the imports jumped from 950,- 
000 feet for the first six months of 
1925 to 1,600,000 feet for the first 
six months of 1926. 

“The record shows that on goat 
and kid imports from Germany, 
whereas the first six months of 1925 
showed but 229,000 feet of imports, 
the first six months of 1926 showed 
1,680,000 feet. 

“These figures show the reason for 
the increased agitation on the part 
of the American tanners for tariff 
protection against the leather pro- 
duced under low priced labor condi- 
tions in Continental Europe. In 
olden days labor was but a small 
proportion of the total values of 
tanned upper leather. Improved 
methods and improved qualities of 
upper leather, plus increased sala- 
ries for American tannery workmen, 
have changed these conditions until 
now labor is well over half of the 
total value of finished upper leather 
in this country.” 


BostoN—The Winslow Bros. & 
Smith Co. of Norwood, Mass., with 
sales offices here, also at New York 
and Chicago, operating one of the 
largest sheepskin tanneries in the 
world, is celebrating this year its 
sesquicentennial. The original plant 
was founded by Abner Guild, in 1776, 
the same year that saw the birth of 
the United States. 

During the past 150 years, it has 
been managed continuously with not- 
able and increasing success by some 
of the best known tanners in the Old 
Bay State, such as the pioneers— 
John Smith and his partner, George 
Winslow, Lyman Smith, George S. 
and Francis O. Winslow, and finally 
the incorporated company of Wins- 
low Bros. & Smith Co., of which the 
president is Hon. Frank G. Allen, 
Lieutenant-Governor of Massachu- 
setts. 


Pushes *“*Truth in Ads”’ 


MILWAUKEE—A. B. Caspari of the 
retail shoe firm of Caspari & Vir- 
mond, Milwaukee, as chairman of 
the retail committee of the Milwau- 
kee Association of Commerce. is 
taking a leading part in the promo- 
tion of truth in advertising in Wis- 
consin, which business firms in all 
parts of the State are interested in. 

The retail committee is to hold a 
special meeting to which will be in- 
vited the president and executive 
director of the Association of Com- 
merce, the Better Business Bureau 
committee, the vigilance committee 
of the Milwaukee Advertising Club, 
the district attorney for Milwaukee 
county, a representative of the State 
of Wisconsin engaged in enforcing 
the present State law on advertising, 
and representatives of the local 
newspapers. 

The State law which requires 
truth in advertising is being en- 
forced by a special department at 
Madison and, as Mr. Caspari stated, 
the passage of the law last year pro- 
vides men, money, and a law with 
teeth in it to enforce truthful ad- 
vertising. 


Jacobson Opens Another 
Department 


DETROIT—W. K. Jacobson, with a 
shoe department in the Capital 
Clothes Shop, 602 Woodward Ave- 
nue, has opened another in The 
Hub, 586 Woodward Avenue. 
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BosTON—At a special meeting of 
the new Board of Directors of the 
New England Shoe and Leather Ex- 
position and Style Show, Inc. (Bos- 
ton Shoe and Leather Fair), held 
Sept. 22, Buford H. Jones, vice- 
president of the Thomson-Crooker 
Shoe Co., Boston, was unanimously 
elected president of the organiza- 
tion. Mr. Jones succeeds Everett 
Bradley of Haverhill, Mass., who de- 
clined a re-election on account of 
business duties. 

Major Charles T. Cahill of the 
United Shoe Machinery Corpora- 
tion, Boston; William H. Bresnahan 
of the Bresnahan Shoe Co., Boston, 
and Charles T. Heald of the Stetson 
Shoe Co., South Weymouth, Mass., 
were chosen vice-presidents. 

At a later date the Execiitive Com- 
mittee and other committees requi- 
site to the carrying out of the 1927 
Boston Fair will be appointed. 

At a joint meeting of the directors 
and the 1926 exhibitors, to be held 
shortly, a definite date for next 
year’s Fair will be fixed. 

The directors and stockholders of 
the organization are congratulating 
themselves on the choice of. Mr. 
Jones as president. He not only has 
worked assiduously and successfully 
for the Boston Fair since its incep- 
tion, part of the time as chairman 
of the Exhibits Committee, but he 
is universally recognized as one of 


Jones Heads Boston Fair Organization 
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Buford H. Jones, 


Vice-president of the Themson- 
Crooker Shoe Co. of Boston and 


recently elected  eiregen: of the 
New England S. and Leather 
Exposition and Style Show, Ine. 


the most progressive shoe manufac- 
turers in the United States as well 
as a firm believer in the future of 
New England’s footwear industry. 
It is doubtful if any shoe factory 
executive has attended a larger num- 
ber of national and regional conven- 
tions of retail shoe dealers’ organ- 
izations covering the entire breadth 
of the continent than has Mr. Jones. 





Southwestern Directors 
Meet October 5 


St. Louis.——Arthur Ebbs, presi- 
dent of the Southwestern Shoe Re- 
tailers’ Association, has called a -di- 
rectors’ meeting in St. Louis on Oct. 
5. The meeting will be timely, espe- 
cially if the Cardinals win the Na- 
tional League pennant, as the date 
would fall on the opening game of the 
World’s Series in St. Louis. Presi- 
dent Ebbs called the meeting for the 
purpose of building a program of the 
convention, which will be held. Nov. 
29, 30 and Dec. 1, 1926, of the char- 
acter that will attract retail shoe 
merchants from every type of store. 


Brown Breaks Capacity 
oa 


pany stated that this was at least 
1000 pairs more than was antici- 
pated in their previous estimates of 
factory production. Business con- 
tinues brisk, with orders taxing the 
factory production to the limit, it 
was announced. 


Detroit Store Robbed 
DETROIT—Detroit has its share of 
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W. Godsoe, Pres. FE. Jones, Treas. 
> W. G. Donald, Vice-Pres. 


F. BE. JONES CO. 
FANCY COLORS 


MAT KID 
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CREESE & COOK CO. 
Tanneries at Danverspert, 85 Seuth St, ‘Mass 








Colored 
Chrome 
Sides 
























Brass Bros. & Feinroth, Inc. 
62-56 Garden St:., Brooklyn, N. Y. ,; 
Novelty Mules—D’Orsays for the 


Exclusive Trade 
. “ Samples on request y 























PARISTYLE FOOTWEAR MFG. CO., Ine. 
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121-181 West 19th Street 
New York City 














PULLMION TRAVELING SLIPPERS 

better*than ever inQuality and fit _ 
nowner’ of Thue Mark Pullman 

MADE ONLY IN GENUINE 


; GLAZED KID 
Colers—Black and Brown 


full ses 3 toll in Stock 
M. GUSTIN CO. 4 
Wi9dst New York 












IN STOCK 


$1.00— 5% 10 
days; case 
lots; gen- 
uine kid 
tun; rubber heel; 
rights and lefts: 3 to 8. 
WM. SUMNER SMITH 
325 Menree Street 














Do You Know? 


That you can buy or sell it through 
the “Where to oe columns. This 
feature in its 
saver in meet’ ~ immediate needs. 
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CLEVELAND.—These days are more 
difficult to maintain retail shoe estab- 
lishments, and it is becoming more 
and more difficult for one to get es- 
tablished in the business. 

Thus spoke H. M. Chisholm, on the 
twenty-sixth anniversary of his en- 
trance into the business of selling 
shoes. Twenty-six years ago he 
started out on a small scale with his 
brother, and now there are ten pros- 
perous stores in the extensive busi- 
ness that has been built up in the 
intervening years. 

One of the most difficult problems 
that has come to the shoe merchant 
in recent years, according to Chis- 
holm, is that of increased overhead. 
Competition is another problem that 
has set up a barrier in front of the 
aspiring shoe merchant. Competi- 
tion today is ten times heavier than 
it was twenty-six years ago. In the 
readjustment that is taking place in 
the business world, competition is 
even to be more keen. 

But the picture is not all a dark 
one for the shoe merchant. 

- “The rewards are greater today 
for the up-and-doing shoe merchant 
who arrives than they ever were be- 
fore,” says Chisholm. “There are 
today ahead of the new shoe mer- 
chant all the rewards that were 
ahead of the man who started in 
business twenty and thirty years ago. 
Only the man of today has to go 
about building up trade in a different 
way.” 

In the early days of Chisholm’s 
career, there were few changes in 
style. Few models were brought out 
each year. Staple shoes were sold, 
and creating good will was the big 
job ahead for the new shoe merchant. 
This came through the passing of 
years, coupled with honest dealings 
and sale of quality shoes. 


Harder to Get in and Stay in Shoe Trade, Says Chisholm 
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But today, high operating ex- 
penses have made volume of sale ab- 
solutely necessary, just as quantity 
production is necessary if the manu- 
facturer is to meet his competitors 
in the open market. Quantity sales 
of quality goods is the only way to 
make things go in the modern shoe 
store in districts where competition 
is great. Competition has cut down 
the margin of profit, and with the 
margin lower, more shoes must be 
passed over the counter to the con- 


‘ sumer to bring in the gross that 


will net the needed profit. 

“One of the greatest factors in 
helping the merchant to increase his 
sales is the changing styles. A mer- 
chant might get along with the 
staple goods in these days, and with 
practically: no changes in models 
throughout the year, but I would 
have to be shown absolutely before 
I would be a convert to that idea,” 
says Chisholm. 

“New styles create new demands. 
A woman wants to wear the latest.” 

Chisholm is of the opinion that 
the merchant who drops from the 
price on the goods he sells is making 


a mistake. The six- and seven-dollar 


shoe merchant is creating trouble for 
himself when he goes down to $5 and 
$4, unless he has exceptional condi- 
tions in his favor, such as the oppor- 
tunity to buy cheaply in large 
quantities, or chain of stores behind 
him. 

The medium-priced shoe offers an 
excellent opportunity, for it is with- 
in the reach of the girls employed 
and those of families in moderate 
circumstances. These are the great 
majority of the consumers. 

There has been a trend toward 
lower priced shoes, but Chisholm be- 
lieves that the trend will change. 

In his judgment, the leading color 
this fall and winter will be black. 








Shows 33 1/3 Per Cent Gain 


St. PAvuL. — Thirty-three and a 
third per cent increase in the sales of 
higher-priced merchandise in the 
first few days of September. That is 
the result of a concentrated drive to 
sell the better shoes, that has been 
under way in the shoe department of 
the Maurice L. Rothschild Clothing 
Co. store, according to William 
Horne, manager of the department. 
“We found this summer that the 
men will buy the $10 and $12 shoes 
just as quickly as the cheaper foot- 
wear—if we show these shoes and 


- point out their superiority,” de- 


clared Mr. Horne. “We went after 
this policy with enthusiasm begin- 
ning on Sept. 1, and increased ‘sales 
on, this class of merchandise one- 
third in the first half month.” 


Freeman Adds to Factory 


BELOIT, Wis.—The Freeman Shoe 
Manufacturing Co. of this city is 
erecting an addition to its factory to 
provide an enlarged shipping depart- 
ment. The new structure will be 


one story high and 75 by 114 feet in’ 


size. 
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Better Grades Selling 


But a real place for “Circus” shoes 


Here is the opinion of one of the national spokesmen of the trade, who 
prefers to remain “unknown in print” 


There are many things to be considered in the purchasing of 
shoes, especially the purchasing of style shoes, which is the big 
thing in the shoe business today. 

First of all, the class of trade that you cater to determines the 
kind of shoes you should buy. If you are catering to a high class 
trade you should buy shoes in plainer styles. On the other hand, 
if you are selling just fast styles alone you should buy “circus” 
shoes. There is nothing that will draw this class of trade into 
your store faster than a good line of “fast” shoes. What I mean 
by that is shoes that are different in style, two-tones, alligator 
trims, snake trims and all sorts of different designs. The mer- 
chants carrying these kinds of shoes are the ones that are doing 
the biggest portion of the business today, not only in volume but 
in dollars and cents. Although this is a dangerous game to play 
there are a great number going into it and making money. Of 
course there are some losing money, but as a whole, I believe they 
are prospering. 

The merchants carrying a higher grade line are doing well, too. 
In fact, they are making money when they sell one pair of shoes. 
They depend more on profit per single pair than they do on volume. 
When they sell a pair of shoes they make as much as the mer- 
chant selling shoes closer and at a bigger volume. There are a 
great many people who prefer to pay more money for their shoes 
and this keeps the higher priced stores busy. So, as a whole, there 


BOOT AND SHOE RECORDER 





is room for everyone. 





Feature Strip Pumps 


MILWAUKEE—Extensivé use of 
strip pumps of patent and black 
satin was a feature of interest in 
the fall style show held at Reel’s 
ready-to-wear shop, although plain 
one-strap pumps were also shown in 
a number of instances. Shoes for 
the revue were selected by H. I. 
Tieman, manager of the I. Miller 
shoe department at this store. 

For the opening part of the show, 
when the styles displayed were of a 
character suitable for sports and 
street wear, the shoes were more 
varied. Allligator oxfords were in- 
cluded in this group as well as patent 
leather pumps with large novelty 
buckles, and a patent leather one- 
strap with a piping of colored 
leather. For afternoon wear, both 
formal and informal, black satin and 
patent strip pumps predominated. 
No ornamentation in the way of 
buckles or other trimmings was 
used. For wear with dress coats, a 
one-strap of dark tan kid was of in- 
terest. In evening shoes, gold and 
silver kid were sponsored, the choice 
of metals usually being determined 
by the gown, as the majority of 
these were trimmed with either gold 
or silver. Where neither metal ap- 
peared, the slipper was usually satin 
dyed to match. 


I. Miller & Sons to Open 
Store in Cleveland 


CLEVELAND—I. Miller & Sons, Inc.. 
internationally known, are going to 
invade Cleveland. 

The news looms up big here, in 
view of the possibilities that arise 
on account of the entrance of this 
firm. 

The lobby and entire second floor 
of the Cowell & Hubbard Building 
at Euclid Avenue and East Thir- 
teenth Street have been leased for 
10 years by Miller, who has women’s 
high grade shoe shops in many of 
the larger cities of the country. 

Remodeling of the space taken 
will be commenced at once, and the 
room will be occupied Dec. 1. 

Under the plans the lobby is to be 
converted into ground floor space 15 
by 40 feet. The second floor space 
totals 10,000 square feet and is 
reached by elevator. The new in- 
terior will cost approximately $50,- 
000. The interior will be done in 
Circassian walnut with fixtures and 
decorations to match. 













WH RETO BUY" 


Women’s Novelties 






































5; 
my Latest Styles at 
Popular Prices 
in Stock. ~ 














































Flexible Turn Shoes 
Fer the Jobbing Trade Exclusively 
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Syracuse Salesmen Meet 


Syracuse, N. Y.—The Syracuse 
Retail Shoe Salesmen’s Association 
met Tuesday evening, Sept. 21, at 
the Chamber of Commerce Building. 
After the dinner an interesting ad- 
dress was given by R. W. Disque, 
business manager of the Syracuse 
Post-Standard. Mr. Disque spoke of 
his interest in organizations who get 
together to think. He declared that 
the great labor turnover in the shoe- 
selling game is due to the fact that 
too many men are not sufficiently. in- 
terested in their business. His ad- 
vice is to stick to one thing and per- 
fect yourself in it. He declared his 
belief in the aims of the Associa- 
tion, stating that in the past, shoe- 
salesmen kave not come close enough 
- to their fellow shoemen in the study 
of their profession—and that there 
is always a way to accomplish the 
most difficult task, providing you set 
out to master it. Mr. Disque recom- 
mended that the ambitious salesman 
devote part of his play hours to seri- 
ous study of his business, and to put 
into practice each day the things he 
learns from his study and from his 





DR. CAMPBELL’S 
HEALTH SHOE 


Ask for New 
Catalogue 


Powell & Campbell 


122-124 Duane St., 











Studded Heels 
6°38 W.32ndSt.New York,N- 


CEON WEIC 


LOUIS J. COBLENTZ, Mgr. 
Marbridge Blidg..New York 


IMPORTED BUCKLES 


From our own Paris Works 
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contact with others in the trade. 

A letter from J. V. Lobell was read 
and Secretary Copeland instructed 
to extend an invitation to Mr. Lobell 
to address the Association at a con- 
venient date, also to thank him for 
his offer to send copies of his Leather 
Dictionary to members. 

Four applications for membership 
were presented and the following 
were elected to membership: Messrs. 
Gaulin, Neville and Turo, active 
members, and Keedwell and La- 
Mirande, associate members. 

It was voted that the secretary 
prepare a letter setting forth the 
aims of the Association and send it 
te the merchants and department 
store buyers of Syracuse. 


American Leathers Lead the 
World Over 


American tanners were successful 
in increasing their foreign leather 


sales last year, despite the fact that 


competition in the international 
leather trade is becoming keener 
each year. The total value of all 
leather exported from the United 
States during 1925 was $32,155,094 
—representing the largest export 
sales since the boom years 1919 and 
1920. During the immediate pre- 
war years leather shipped from the 
United States went to approximately 
58 different countries, whereas in 
1925 these exports went directly to 
all except 15 of the 110 countries 
listed separately in the official sta- 
tistics of the United States. Besides 
this distribution, authoritative re- 
ports show that American leather 
was also sold indirectly to a majority 
of the remaining countries, so that 
only a few countries made no pur- 
chase of American leather during 
1925. The principal consumers of 
American leather during 1925 were. 
in the order named, the United 
Kingdom, Canada, Germany, Japan, 
and France. 


Shick Buys Shoe Store 


KEeNT—Ira C. Shick, proprieter of 


Shick’s Boot Shop, has purchased 
from L. A. Kendall, receiver, the Co- 
Operative Shoe Store at Bellefon- 
taine, Ohio. Mr. Shick will conduct 
this store in connection with his 
business in this town, and under the 
same trade name as his store in this 
town—Shick’s Boot Shop. Harry S. 
Jones, formerly with Geo. E. Keith 
Co., as traveling salesman, will be 
manager. 
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IN. STOCK—Black and White 
+ kid, medium hard or soft toe 
ballets. Also toe dancing 
slippers in kid and satin. 
Fine quality at 

low price. 


Send for 
Catalog 


THE DAVID SHOE MFG. CoO. 
129-135 W. Central Parkway, Cincinnati 











LYONS AND COMPANY 


Hand Turn BALLETS 


Wo's. Miss’. Chd’s. 
$1.50 $1.45 $1.40 
Also Hard Toes 
IN STOCK 
Send for Samples 
128 Duane St. 

New York, N. Y. 








EW ALLETS 
and 
Improved 

Seftt Tee: Child's $1.i5; 

Misses’ $1.20; W 


eomen’s 

$1. 25. Hard Toe: Child’s 

25: Misses’ $2.30; 
Women’ s $2. 35. 








BALLET SLIPPERS—IN STOCK }f 
of the unusual kind 
B102 Bik. Glazed Kid, Soft Toe 
Chiid’s 6 te ti—$1.35 
Misses’ 11% te 2— 1.40 
Women's, te 8—1.45 
Also Hard Toes 


oc want. HERDER, ine. 
let Manufacture 








Ball 
241 No. 11th guest - Philadelphia, Pa. 








Right and Left a Stock 
Child’s—7 to 11—$1.: 
Misses’ and Ladies’—11% to. © io. 40 
Bench-Made 
Child’s—7 to 11—81.20 
Misses’ and Ladies’—11% to 7—$1.25 
MANHATTAN FINDING CO. 
145 West Broadway New York 








IN STOCK 
BLACK BALLET SLIPPERS 


Ladies’ 
$1.25 pr. 


Misses’ 
$1.20 pr. 


Childs’ 
$1.15 pr. 
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How Far Ahead 
Do You Plan? 


E are in constant touch with 

thousands of. retail merchants 
who have made the Daniel Green line 
a real money-maker—not for a short 
season, but all the year round. 


We have talked with them—got 


their experiences and methods—and 


condensed the material into this valu- 
able sales manual.- It gives you the 
kind of ideas that will help you get 


some of the profits for yourself. 


Besides a wealth of general sales 
helps, sent free to every Daniel Green 
dealer, this book tells of many ways to 
capitalize special occasions to boost 
Comfy sales. Our special helps tie up 
with the radio craze, the Christmas gift 
season, and after that one high spot 
after another to keep Comfy sales at 
top speed. And, behind it all, there is 
the steady pull of our national adver- 
tising, with its brilliant color pages, tell- 
ing the story of the Comfy Rest Hour. 


Don’t delay in getting your copy of 
the 1926 Green Book. Make it your 
guide and companion; it will répay you 
in showing the way to extra 
profits. 


DANIEL GREEN’FELT SHOE CO. 
General Offices: 

DOLGEVILLE, ai NEW YORK 
SALES OFFICES: 


10 E. 43rd St. 10 High Street 189 W Madison St. 
New York City Boston, Mass. Chicago; Tit 











No. B-402—$5.00 
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Archetype Shoes 


IN STOCK 


No. B-401—$5.00 


Black Glazed Kid Strap 





Patent Leather Strap Pump 
12/8 Cuban Heel 





SIZES AND WIDTHS 


Pump 


13/8 Cuban Heel 








LMAO SMS = 
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No. B-404—$6.00 


Brown Kid Strap Pump 
12/8 Wood Cuban Heel 


C. P. FORD & Co., Inc. 


NEW YORK: Marbridge Building 
SEO POE PO ROP OP Pee Ot OP OP POP OE Oks 


RS , 


Net 30 Days 


No. B-403—$5.00 


Patent Leather Strap Pump 
14/8 Wood Cuban Heel 


‘Rochester, N. Y. 


vyT Try. yy, 


ye Y 


4 


v<TtTy. rT Ty. 


vvTyY 
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When the weather stops outdoor play 
the kiddies are more than ever attracted 
to the store that has the 


Merry-Go-Round 
Shoe Shop 


This New Flivver Model 


takes up but little 
floor space—only a 
6-ft. circle. It saves 
space, time and con- 
fusion by eliminat- 
ing fitting stools. 
There are six at- 
tractive, hand paint- 
ed, brightly lac- 
quered animal seats 
with conveniently 
placed foot rests. 
Plenty of room for 
a parent beside each 
seat. The = ba 
ture is ve urdily 
nel and bril- 
liantly electric 
lighted. 

For October deliv- 
ery, rush your order 
now. 


$195.00 F. O. B. Cedar Rapids. 
Full specifications on request. 


MERRY-GO-ROUND SHOE SHOP 
858 S. 18th Street, East cite 








IMPORTED—ENGLISH 
Riding Boots 
IN STOCK 


Perfect fit and perfect shape 
are the characteristic fea- 
tures of these British boots. 
The long time English pro- 
cess tanned leather in 
these boots assures durabil- 
ity and comfort. And they 
are put together by real 
bootmakers who have de- 
voted a life time to this 
work. 


MEN’S 


“g 16.50 PAIR 
Sizes 5% to 11 ° 
Widths B to E 


WOMEN’S 
14.50 eng 


Sizes 3 to 8 

Widths ‘at to D 

Brown or Black 
Willow Oalf 


We carry all riding accessories, boot trees, boot hooks, 
jacks, non-rust spurs and chains. 
yyw no Be puttees in large variety. 


COLT CROMWELL CO., Inc. 
596 BROADWAY NEW YORK, N. Y. 











CEDAR RAPIDS 
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They’re Asking 
“Uncle George” 


The response to our invitation, “Ask Uncle George,” is con- 
tinuous, gratifying and interesting. 

Put your problems up to “Uncle George.” He’s answering 
hundreds of inquiries weekly—and will be glad to try and 





answer yours. 
The service.is free. 
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WPIE [WINS 


REG. U. S. PAT. OFF. 


EVERYTHING THE BEST 





EVEN TO THE SMALLEST CONCEALED ITEM— 
FAST COLOR HOOKS AND EYELETS, BEST 
QUALITY LACES AND THREAD—NO SKIMPING 
ANYWHERE. 
THE MOST COMPLETELY STYLED LINE OF 


CHILDREN’S FOOTWEAR 


OUR COMPLETE LINE ON DISPLAY 

PAGEANT OF FOOTWEAR FASHIONS 

IN ST. LOUIS—NOV. 29, 30 AND DEC. 1. 
HOTEL JEFFERSON, ROOMS 209-211-212. 


MADE ONLY BY 


> THE JUVENILE SHOE CORPORATION . 


OF AMERICA 


PATTERN 59 CARTHAGE MISSOURI 
“THE STANDARD OF THE WORLD” 


PATTERN 57 














VANITY Nid ‘Tiade tor You 


Brooklyn Specialists F with 
in SHOE ORNAMENTS | Capezio Toe,and Ballets 


Professional x 
Hard and Satin, Black 
Soft Toe Bates 
Slippers. White Kid. 


Better stores throughout the coun- 
No. 3115 try are agents for CAPEZIO fa- 
mous ballets. - 
They are itapz-.sed with the fact 
that professional dancers ask for 
them by name. 

‘ ° Perhaps your territory is pen. 
For the Junior Miss Write :— 
A trim, dainty little ornament de- Ask for samples and prices of our 
signed for growing girl’s footwear. special ballet slipper ribbon and 
One of many new. numbers we are lamb’s wool. 


showing this season. 
We sell mianufacturers only WEE } 
4 



































Established 1887 


1261 Atlantic Ave. J Breokiya, N. ¥. 209 West 48th Street New York City 7 


vie 











1926 
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ARLY every person who 
enters your store is a pos- 
sible purchaser of -Repco 

Brushes and Daubers. Display 
Repco Brushes and Daubers 
prominently and call your cus- 
tomers’ attention to them. Take 
advantage of this fine opportunity 
for additional findings profits. 


Repco Brushes are made in both 
the stapled and wire drawn types. 
The wood and bristle stock are 
the finest obtainable and are 
equally good in both types, while 
the wax finish is carefully applied 
and is lasting. The two types dif- 


For Sale by 
Shoe Findings Dealers 


United Shoe 
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Additional findings profits 
from Repco Brushes and Daubers 


fer only in the method of fasten- 
ing the bristle knots. 


Repco Daubers are made only in 
the stapled type. Like the brushes, 
they are made of the finest stoek 
and finish. 








Show them 
in your 
windows 





Boston 


San Francisco Branch, 859 Mission Street 


J. K. Krieg Company, 59 Warren Street, New York City 
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The VICTORY 
HOLDER!!! 





PATENTED 











Buckles are going big for 
fall!! Be ready with our handy 
holder! ! 


Many satisfied customers can be made by the sale of 
these handy holders that make it so easy to hold the 
BUCKLE buckle in place. They do not harm the pump, and 
wremenect? SHOE make it so handy to make 
So double use of the opera 
= YAWS PRESS OVER VAMP pump—e plain pump by 

day; adorned with a pretty 
buckle by night. Put on 
with a single twist of the 
wrist. 




















— RAISED POINTS 
INSURE GRIP 
ON BUCKLE 








¥ 
b 
id 
— pli} — -(tiSERT 
= 
, Ss os 
Apsesesszeess 


ING HOLDER 
TO GUCKLE 


ee? 597 a ; 

Many retailers use them 
HOLOER for window display as the 
fact that they do not mar 
: the pump and can be 
changed so easily, and show off the effect of pump and buckle so beauti- 
fully, finds many window trimmers who cannot do without them. 








We will prosecute 
those who infringe 


on this patent. 


Every opera pump customer is a prospect for a pair of buckles; with this 
holder buckle can be attached instantly, making many extra buckle sales. 


Jobbers Write for Prices 


FLEMING & KEEVERS CO., Inc. Manufacturers at NORTHAMPTON, MASS. 





OO ee ltl PTE PETE HE te. 











ADVICE 
that saves money in 
NEW YORK 


OR real comfort, un- 
usual convenience and 


Send for this Book of 
Christmas Display 
Papers 


For Window 
Backs, 
Panels, 

Plaques, 





This colored litho of Santa 
Claus available in 40 x 54” 
sheet. Also relief head of 
Santa Claus, wreaths, etc. 


Wall 
Decorations, 
Show Cards, 


etc. 


These papers are in 
great variety, such as 
stars in blue sky, 
holly, metallics, imita- 
tion brick, velours, 
etc., est; 


They will impart the 
Christmas spirit to your 
trims. The most effec- 
tive and least expensive 
decorative medium for 
the purpose they fill. 


The Book is FREE 
THE MURDISON COMPANY, INC. 


™ 816 N. Michigan Ave., Chicago 


110 W. 40th St:, New York 








genuine economy — stop at 
the Martinique—no New 
York Hotel offers more to 
the conservative visitor who 
demands clean, comfortable 
accommodations at moder- 
ate prices—rates start at 
$2.50 per day. 

—Take our advice. Investi- 
gate! We'll welcome you— 
and do our best to prove it! 


A. E. Singleton 
Resident Manager 


HOTEL MARTINIQUE 


Affiliated with Hotel McAlpin 
Broadway—32nd to 33rd Streets 
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Business Changes 


BIRMINGHAM, ALA.— Gekco of Bir- 
mingham, shoes, incorporated with au- 
thorized capital of $50,000. 


CotFax, Inn.—A. L. Hutson & Co. 
(A. L. Hutson, Propr.), shoes, etc., re- 
ported sold out to A. E. Sanberg of 
Paxton. 


Maywoop, ILt.—Oscar Sanders, 
shoes, reported going out of business. 


RockrorD, ILL.— Universal Matrix 
Shoppe (111 W. State St.), shoes, etc., 
incorporated with authorized capital 
$10,000. 

WALKERTON, IND.—Gus Reiss Cloth- 
ing Store, shoes, etc., reported closing 
out. 

KEoKUK, IowA.—Family Shoe Stores 
Co., shoes, incorporated with authorized 
capital of $50,000. 


Boston.—Oliver Leather Co., leather, 
recently commenced business. 


HAVERHILL, Mass.—Feather Shoe 
Co., shoe manufacturers, reported re- 
cently commenced business here. 


Oak Grove, Mo.—Claude D. Hulse, 
shoes, etc., reported sold out. 

New RocHELLe, N. Y.—R. S. W. 
Rubber Cor/p., manufacturers of rubber 
heels, incorporated with authorized 
capital of $5,000. 

New York CrtTy.— Lafayette Shoe 
Co., Inc. (97 Crosby Street), manufac- 
turers of shoes, reported liquidating. 

Witson, N. C.—H. J. Rubin, shoes, 
ete., recently commenced business here; 
formerly at Norfolk, Va. 

AMARILLO, Tax.—Schienberg-Quick- 
silver-Sauer Co., shoes, etc., incorpor- 
ated with authorized capital of $50,000. 

PaNQuitcH, UTAH.—Clark’s Shoe 
House, shoes, sold out to W. C. Levy. 

NorFoLtkK, VA.—H. J. Rubin (United 
Army & Navy Store) (610 E, Main 
Street), shoes, etc., removed to Wil- 
son, N. C, 


Business Reverses 


Los ANGELES, CALIF.—Phillip Dug- 
gan (512 W. Santa Barbara Avenue), 
shoes, reported assigned. 

NEWBURYPORT, Mass.—E. E. Little- 
field Wood Heel Co., wood heel manu- 


facturers, reported petitioned into 
bankruptcy. 
Detroir, MicH.—Sam _ Rosenberg, 


shoes, reported petitioned into bank- 
ruptcy. 

Sr. Louis, Mo.—Harry Hyman, Inc. 
(511. Washington Avenue), Te- 
ported petitioned into 4 

Jerome Light, Inc. (518 & 517 Wash- 
ington yen a wholesale and retail 
shoes, reported petitioned into bank- 


ruptcy. — 

BROOKLYN, N. Y.—Haskell Fieigel- 
man (549 Blake Avenue), shoes, re- 
ported meeting of creditors scheduled. 
Poa ae care HP ON Jacobs 

venue), shoes, reported 
Sond of creditors scheduled. 





CHANGES IN BUSINESS 
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ROCKVILLE CENTER (L. I.).—Abra- 
ham Frohlich, shoes, etc., reported pe- 
titioned into bankruptcy. Reported re- 
ceiver appointed. 

MANSFIELD, OHIO.—Fogle Shoe Co., 
shoes, etc., reported petitioned into 
bankruptcy. 

NorTH CANTON, OHIO.—Joseph W. 
Reno (North Canton Boot Shop), 
shoes, reported petitioned into bank- 
ruptcy. 

BOSWELL, Pa.— Adolph Shomberg, 
shoes, reported receiver appointed. 

HARRISBURG, PAa.—Eli Goldstein, 


shoes, etc., reported petitioned: into 
bankruptcy. 
PHILADELPHIA, Pa.— Rubin Jacobs 


(314 South Sixtieth Street), shoes, re- 
ported receiver appointed. 

Louis J. Seidman (Oregon Avenue 
and Sartain Street), shoes, reported 
petitioned into bankruptcy. 

WILKES-BARRE, Pa.—lI. Adler (Ad- 
ler’s Pawnbroker’s Sales Store) (29 E. 
a Street), shoes, reported 
petitioned into bankruptcy. 

Carpe C Va.—D. Chelee 
(Mrs.), shoes, etc., reported closed by 
sheriff or execution. 


ELM GROVE, W. Va.—Fair Store, 
shoes, etc., reported petitioned into 
bankruptcy. 


Berkow Buys General 


Footwear Company 


NEw YorK—S. Bertram Berkow, 
former treasurer and director of 
Rosenwasser Brothers, Inc., former 
director of I. Blyn & Son and later 
organizer of the Berkley Shoe Cor- 
poration, has bought out the General 
Footwear Co., reorganized the capi- 
tal structure and physical plant and 
is now operating under the name of 
the General Footwear Corporation 
at 476 Broadway. 

The company is manufacturing a 
large line of felt, leather and satin 
slippers for men, women and chil- 
dren in both soft sole and heel types, 
in addition to specialties. The prod- 
uct. is being marketed both through 
jobbers and direct to the retail trade. 
The capacity of the plant has been 
trebled and production is now at 
5000 pairs a day. Two departments 
have been established, one producing 
slippers to wholesale at less than $1 
a pair and the other at prices 
above $1. 

Anthony Carullo, one of the best 
known factory men in the shoe trade, 
is the superintendent in charge of 
manufacturing with the General 
Footwear Corporation. 









the circulation), ete., of the 
aforesaid publication for the date in the 
above caption, required Act August 24 





Regulations, printed on the reverse of this form 


to wit: 
1. That the names a of the pub- 
lisher, business mapn- 






nd addresses 
itor, managing editor, and 
: Boot and Shoe Recorder Publishing 

Co., Boston, Mass, 
Baitor: Arthur D. Anderson, Brookline, Mass. 
Béitor: Arthur D. Anderson, Brook- 

line, Mass. 

Business Manager: Wm. M. LeBrecht, Hingham, 


Mass. 

2. That,the owner is: (If owned by a - 
tion, its: name and address must te stated and 
also i di th d names and ad- 
dresses of stockholders owning or holding one per 
cent or more of total amount of stock. If not 
owned by a coi tion, the names and a 
of the individual owners must be given. If owned 
by a firm, company, or other unincorporated con- 


cern, 
each individual member, must be given.) 
oyeess > United Publishers’ Corporation, New 




















Charles W. Anderson, 220 Broadway, New York 
City, N. ¥.; James Artman, 906 Ist St., Ocean 
City, N. J Buzby, 19th and Walnut 





= 2 H. 
Sts., Philadelphia, Pa.; Anna B. Frank, Pleasant- 
ville, N. ¥.; Frits J. Frank, Pleasantville, N. ¥.; 
Mabel M. Griffiths, 165 Montclair Ave., Montclair, 
N.. J.; Lallie 698 West End Ave., New 
York City, N. 








Lelia ©. Pearson, 16 
N. J.; Charles Swayne Phill 
Upper Montclair, N. J.; Jennie M. 
Cooper Ave., Upper Montclair, N. 













Grace E. Redlands, Cal. 
The 8 : -¥- for the Root 

ties apes are following: F. T. 

Songs eae York ; Geo. F. Boot. hs — 
pot, "; “Winifred Root,” New’ York, 





Securi- 
Root, 








Esther 8. Ro wn York, N. ¥.; Waldo 
; e. ew ° o> 
Root, New York, N . 
That the 
and other securi or 










gages, or ot are: (If there are none, 
so state). 
None. 
4. That the two paragraphs next above, 
names 
ity if any, contain not only the 
list of 5 a oe peony neers, 00 they 
appear upon books company also, 
sabenee Gn the book of the company a wae 
a rs - 
or in any other fiduciary relation, name of 






i 





: 


: 


in 
i 
: 









‘cate hold ee aon wecuritie 
company as 
in capaci than that of 
owner This affant hes no. ronson fo 
bas any i direct or indirect in 
he & ee oe ee 
(Signature of Business William M. 
this 24th day of September, 1 See 
James F. Wells, N 
(My commission expires ak Pita 
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Use 
Sy ae te | 
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Classified and Opportunities Department 


RATES AND OTHER INFORMATION 
Coup cust be contend af, the Bate and, Diss Soeenies. 2r Past Seem, Stem Mie 
on of advertisements be 


Monday 


POSITIONS WANTED 


4c per word. Minimum Charge 75c. 


LINES WANTED 


4c per word. Minimum Charge 75c. 


ALL OTHERS 


7c per word. Minimum Charge $1.25 


ALL DISPLAY SPACE 


Five dollars per inch. Allow 45 words to an inch 


the week of publication 
Otherwise insertion will be put over to the following week’s issue. 


in order that 





When advertisers desire answers to come in our care 
twelve words must be allowed for address. When ad- 
vertisers desire replies forwarded direct to their address, 
each word of their address must be counted in the ad- 
vertisement and paid, for accordingly. 


Payment in advance is required, except. when regular 
advertisers, as amounts are too small to open accounts. 


published same week. 























SALESMEN WANTED 


SALESMEN WANTED 











SALESMEN WANTED 


For one of the best = 4 lines of popular 
priced house slippers. Boudoir, Satin, Leather, 
Felt and Fabric, Soft soles and belting leather 
soles, D’Orsays, Everetts and Pumps. 

Salesmen who have an acquaintance with 
the trade and travel with car preferred. Lib- 
eral commissions, drawing account. 

Following States open for 1927. Samples 
ready January Ist: 





North Daketa Mississippi 
Seuth Daketa Kentucky 
Nebraska Florida 
—. Colerado 
Wyoming 
West Virginia Georgia 





In reply state territory covered, age and 
give references in first letter. 


Address: C-374, ¢/o Boot & ee Recorder 
0 Exehange Street, Rochester, N. Y. 


Experienced Shoe Salesman 
Wanted for territory covering portion 
of Southern Pennsylvania, Western Mary 
land and the Shenandoah Valley of vir. 
ginia. One with established trade in this 
section preferred. Full information must 
accompany application. 
The Rice & | en ed 
Philadelphia Com pen 
16 N. Fifth St., Philade <i Pa. 





POSITION WANTED 





HOE SALESMAN. Fifteen years success- 
fully selling Brooklyn footwear. Open for 
bonafide proposition where future is assured. 
Sales for last year $350,000. A-1 credentials. 
Address C-361, care Boot and Shoe Recorder, 
9th Floor, 239 W. 39th Street, New York, N.Y. 





SHOE EXECUTIVE—with ten years all 
round experience covering sales, credits, 
collections, exports, and costs. Available im- 
mediately. Address C-360, care of Boot and 
Shoe Recorder, 207 South Street, Boston, 
ass. 











CHILDREN’S STITCHDOWNS 
GROWING icwk WELTS 


open for aggressive salesman. 6 ber cent 
commission paid on growing girls’ welts, 
8 per cent commission on children’s stitch- 
downs. Line long enough for full time. 
HELMNOLZ SHOE MFG. CO. 
Milwaukee, Wis. 








KENTUCKY and TENNESSEE 


open for honest-to-goodness salesman.- 


Milwaukee made line of children’s stitch- 
downs and growing girls welts. Six 
per cent paid on stitchdowns, eight per 
cent on welts. Our new line is rea 

Write at once. Address C-373, 
eare Boot and Shoe Recorder, 
a West Madison St., Chicago, 








W 


— 


, Boston, Mass. 


ANTED—A representative for Pennsylvania 
to sell a line of men’s fine shoes to retail 
trade on eae Phas —!, line of shoes, 
oung men’s st: roug! Address 
C 32, care Boot and Shoe A m4 “207 South 








eens.” and Adjoining 
States 

Live hustling salesman wanted to sell 
up-to-the-minute line of children’s stitch- 
down footwear and growing girl's welts. 
Commission six per cent on welts and 
eight per cent on stitchdowns. Milwaukee 
made. Write at once. Address 
C-372, care Boot and Shoe Re- 
ecorder, 189 West Madison St., 
Chicago, Ill. 


RE you interested in an up-to-date line of 
oo S ne veh Turn Shoes? Splen- 

ity for hi le shoe salesman. 
| wn. nog 4 application. “Address C243, 
care Boot and Shoe Recorder, 207 South St., 
Boston, Mass. 





POSITION WANTED 

















Salesman Wanted 

Live-wire representative with established 
trade in Tennessee, South ey and Ala- 
bama north of Birmingham. An excellent op- 

ity to represent a well-known | 
makers of Ye Olde Tyme Comforts, Sally 
Sweet Turns and novelty McKays for women. 
When writing give previous experience, ref- 


erences, etc. 
MacLAUGHLIN-SWEET, Inc., Auburn, Maine 








'ANTED: We desire live wire representa- 
. tives with established shoe trade in Illinois, 


Iowa and Nebras' 





manufacture for the retail trade our extensively 


vert: 
Sole Shoes, 
Turns, sizes 


line of Hapytoz 


pular priced Soft 


sizes 0 to 4; Flexible First Step 


1 to 5, and New 


Process Welts, 


sizes 2 to 5, 5% to 8 and 8% to 12, carrying 

3 numbers IN STOCK for immediate deliv- 

y high rate o oomeniasion Rog 

lent opportunity for see ap es- 
several t do 


iin exelent 


housand 


So ed business in this territory. Seatgles 
writing include references. 


Ww. t. Goodger, Inc., Rochester, 





Experienced in 
Credits: Office 


and 
Sale Management 


A New England-bred man, con- 
nected since boyhood with shoe 
manufacturing, desires respon- 
sible executive position as credit 
man, treasurer or sales manager 
with large house. Experience in 
these duties has been gained in 
some of New England’s best 
known factories. Has excep- 
tionally fine references. Can as- 
sume position at once. If inter- 
ested, write to C 380, care Boot 

Shoe Recorder, 207 South 
St., Boston, Mass. 











MAN twenty-eight, desires position as manager 
of shoe store. jestern Pennsylvania pre 
ferred. Address C-378, care Boot and Shoe 
Recorder, 207 South St., Boston, Mass. 








LINE WANTED 


I AM open for a one snappy line of women’s 
popular priced novelties for Pacific Coast 
on strictly commission basis, paying own ex- 
penses with monthly settlement. P. O. Box 
701, Redondo Beach, Cal. 


SALESMAN who is hustler desires line popu- 

lar priced women’s novelties for North and 

South Carolina. Address C-379, care Boot 

= Shoe Recorder, 207 South ’St., Boston, 
ass. 


ANTED a ladies’ line of popular price in 

stock shoes for Georgia and Florida. Five 
years’ road experience with good established 
accounts. Will also consider medium price 
men’s shoes. Thirty-two years of age, married, 
and cover territory in car. Address R. M.C., 
P.O. Box 827, Atlanta, Ga. 


ANTED A GOOD LINE OF WOMEN’S 
SHOES. I have traveled the South, South- 
west and the southern portion of the Middle- 
west with representative shoes for the past 
twelve years, and have a thorou qe acquaintance 
with the buyers of medium to grade shoes 
in the larger cities, and count many of these 
as personal friends. I am conversant with their 
needs, and have made a success selli them. 
I am employed by one of the largest factories 
in the country, and can give satisfactory reasons 
for desiring a change, I can give the very 
best of references am desirous of connecting 
with a factory making medium to high grade 
turn novelties suitable for Southern and South- 
momen toate, bat we — ~ x of the 
igher grade cKay ovelties. y age is 
shirty-eight and I am considerably over six feet 
in height and have a education. I am 
not looking for a large drawing account but am 
positively not interested in lines whe are looking 
for salesmen to finance them. For the right 
line with a — I can give representa 
that yeve 8 a Address C-376, aane Dent 
a i. 207 South Street, Boston, 

















NCaAN jobber, old established, wishes 

to connect with shoe = rubber factories 
looking for new b ure fire. Address 
C-370, care Boot and Shoe Scns 207 South 
St., Boston, Mass. 


ASS A-1 Fe say mee open for line for North 
Carolina. Now employed but 


wihe B er] T the 
Reference A-1. Address C-369, care Boot and 
Shoe 207 South St., Boston 
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FOR RENT 














FOR RENT 





& 





§ FOR RENT 


Fine office and salesroom in 
heart of N.Y. City shoe trade, 


suitable for one or two lines. 


C-368, Care Boot and Shoe Recorder 
239 W. 39th St., 9th floor, N. Y., N. Y. 





SHOE department in largest specialty store 

in Richmond, Virginia. Excellent corner 
Sin established seventeen years. No stock 
to take over. Apply Dreyfus & Company. 








HELP WANTED 





ANAGER WANTED for retail store of 

men’s chain. One who has had similar 
experience, or traveling salesman desiring to 
settle in New York City considered. Interest- 
ing salary arrangements. Write confidentially 
stating age. C-377, care Boot and Shoe Re- 
corder, 207 South St., Boston, Mass. 








FOR SALE 








FOR SALE: 


A good going General Merchan- 
dise business in small central 
Fla. town. Stock about $4,000.00. 


Box 33, Lloyd, Florida 











. HARTFORD, CONN., 
100%, 
Location Shoe Store 


For Men & Boys 


Address C-371, care Boot and 
Shoe Recorder, 207 South St., 
Boston, Mass. 











FoR SALE—Profitable shoe business, estab- 
lished four years in Toledo, Ohio. Doin 
$45.000 annually. Rental $125 monthly. Will 
sacrifice. ress C-375, care Boot and Shoe 
Recorder, Sor ‘South St., Boston, Mass. 





For SALE—about 100 pairs Bion F. Rey- 
nolds Shoes and Oxfords. Mostly brown 
and black kid, in combined marine and less 
last. Few black and tan calf shoes. In first 
class condition. If interested make us price. 
Rosenberg Bros., Troy, Ala. 




















MISCELLANEOUS 








GOLD and siL 
renewed 


8. 
61 West 50th § 






BUCKLES. NOVELTY MATERIALS 
BROCADES 


For the most 


“AIGLON” 
Shoe 


VER KID 
by AIGLON SHOE ou 


sgaits—ihronrmr 


York 











WANTED TO PURCHASE 











CASH PAID 


sentative to ie Xf. _and make 
offer upon request. 
Kalter Cerf. Mercantile Co., Inc. 
591 Broadway, New York City 
Phone Canal 6940-6941-6942-6943 











Sell Us Your Left Over 


New Yorx Export Purcuasimvc Corp. 
596 Broadway, N. Y. City 


Or Entire Stock for Cash 





WINDOW 
DISPLAY 
FIXTURES 


Made by 


Segall & Sons 
933 Arch St., Philadelphia 


Are Business Getters 
Send for Catalog and Prices 








CASH PAID 


tor entire shoe stocks or 
of shoes 
























MISCELLANEOUS 





















ONKEN Ne 































Milbradt 
Ladders 


made for 40 years 
by the origina! in- 
ventors. 
Made in all styles 
to suit any shelving 
condition. 











Get our price before 


Milbradt 


Manufacturing Co. 
2416 Neo. 10th Street 
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New and Used Chairs 


Save floor space 
and make your 
store more attrac- 
tive. 





Finished in any 
color and recov- 
ered to match fix- 
tures or furniture. 
Stock always on 
hand. Shipped 
anywhere. 





Prices: From $2.00 each up 


Crown Motion Picture Supplies 
Now Iocated at 729 7th Ave. 
Floor, Room 310 
New York City ---.»----N. ¥ 














Metal Shoe Fitting Stools 


and Floor 
Mrrors 







Ne. 141 


wae @ THE CHICAGO 
cu tee WIRE CHAIR CO. 


621 N. La Salle Street, Chicage, fl. 











a6 Bs SOS De 


Shoe Carton 


Labels - 
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Rob Denver Shoe Store 


DENVER, CoLo.—Cutting through a 
heavy screen over a rear window, 
burglars one night recently broke 
into the Newark Shoe Store, 909 
Fifteenth Street, this city, and stole 
approximately 1000 pairs of shoes. 
A patrolman, walking his beat, dis- 
covered the open screen and broken 
window and, on investigating, found 
that the boxes which had contained 
the shoes had been scattered about 
the store. Elmer Merton, manager 
of the store, was notified and after 
a hasty checkup estimated that about 
1000 pairs of shoes had been taken, 
making a loss of about $5,000. 


Crispin Shoe Co. Expands 


HAVERHILL.—The Crispin Shoe 
Co., one of the city’s younger shoe 
manufacturing establishments, is 
making its second large expansion 
within the period of a year. The 
business six months ago was re- 
moved from 85 Washington Street 
to 16 Walnut Street, where increased 
space permitted the doubling of out- 
put. The firm now is taking on an 
additional floor in the Walnut Street 
factory, installing new lines of ma- 
chinery, preparatory to further in- 
creasing output. The Crispin line 
of turns is widely known. The mem- 
bers of the firm are among the best 
known shoe men in the city and are, 
John F. Leary, Edward M. Casey, 
and Sherman F. Haseltine. 


Keith Off to Europe 


BrocKTON—Harold C. Keith, 
president of the Geo. E. Keith Co., 
has sailed for Europe on the steam- 
ship Paris. He is combining busi- 
ness with pleasure, planning to in- 
spect Walk-Over stores in England 
and France. Later he plans to go 
to Vienna and Budapest, where he 
expects to meet customers... He 
hopes to return the latter part of 
October. He was accompanied by 
Mrs. Keith. 


Shows Big Sales Gain 


CINCINNATI—Having made the tre- 
mendous gain of 80 per cent in- 
creased business in its second year 
over its first, the Stanley Dutten- 
hofer Co. is now showing a consider- 
able increase for the third year over 
the second. During the past three 
weeks the salesforce has been visit- 
ing the factory, a few at a time, and 
they have all been well pepped up by 
the way things are going. 
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\ / 
The big H-W line 


of shoe store chairs 
covers all seating 





needs. Investigate 
our free seating 
service. 


‘ Heywood “Y “ihefield 














Baltimere, Maryland Angeles, 

Besten 45, M: New York, N. Y. 
Buffalo, N. Y. Philadelphia, Pa. 
Chicago, Illinois Portland, Oregon 








Consolidating Shoe Depts. 


St. PAuL.—As the first step in 
consolidating the shoe departments 
of Schuenman & Evans and Mann- 
heimer Brothers stores, the Laird- 
Schober line already has been moved 
to the present Schuneman store, 
which is to house the consolidated in- 
stitution. At Mannheimer Brothers, 
the greater part of the remaining 
stock is being offered at sale prices, 
although some new arrivals are be- 
ing handled. Manager Joe Langley 
of Mannheimer’s who is to be man- 
ager under the consolidation, is 
dividing his time between the two 
places. The consolidation will be 
completed Oct. 1. It has been de- 
cided to call the store Schuneman- 
Mannheimer Brothers, Inc. Plans 
are under discussion for moving the 
shoe stock to the front of the 
Wahash Street side of the store and 
enlarging it. 


Holters Operating at Capacity 

CINCINNATI.—The Holters plant 
is now producing a volume of 2800 
pairs per day with practically the 
entire output going out on imme- 
diate shipments. The United States 
Shoe Company’s Louisville and Buf- 
falo factories are also operating at 
full capacity. 
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BROOKS BALLETS 
’ NO. 600 BLACK KID )} 


MADE ON RIGHT AND LEFT LASTS 
Woman’s 24 to 8 $1.45 
Misses’ 1114 to 2 1.40 
Child’s 6 to 11 1.35 
WHITE KID 30c EXTRA 
IN STOCK 

Write for complete catalog 

a a ) 

“By Gop ee. © ae 
Philadelphia, Pa 
























adopted 

the Interna- 
Association 

eo Masters of 
Dancing. Made by 
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APPROVED BY 
MEDICAL MEN 
As a 


sturdy for the ankles 
of growing chil 2° ae 
ventilated shoe, the Burkley Venti- 
lated Foot Developer is unexcelled. 


Well known surgeons recommend its 
ase. 









children’s shoes com- 

vvruarions bite, BY, smeding Your 
PATENTED 

Phone Brockton 2133 

for immediate action. 








BURKLEY 
SHOE CO. 
1156 Ne. Main Street 
Brockton, Mass. 











Have you ever had an opportunity to 
pull a Greeley Boudoir to pieces? Have 
you ever seen their unique beauty and 
honest workmanship? Why not write 
for a sample and our prices? 


A. W. GREELEY 


Manufacturer 


Haverhill Mass. 














Send for catalog of 
Play Footwear 
for Children and 
Grown-Ups Carried 


In-Stock 
quality materials, for appreciative custom. 


BERKSHIRE Cxtenteo Holliston, Mass. 


Pacific Coast Office, 2015 Shattuck Ave., Berkeley, Oat. ) 











Berkshires are genuine hand-sewed mocessins, expertly made, of best 











Che Breakers 


ATLANTIC CITY 


Preferred—in Autumn and all seasons—by 
those who know and want the best . . . either 
upon the American or European plan . . . 
and sensible rates withal. 


Health Baths, Golf Privileges, Orchestra, 
Dancing. Garage on premises. 
JOEL HILLMAN, President 

JULIAN A. HILLMAN, V.-President 
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That’s A Perfect Job! 


Ww a marvel Repco Dye is for dyeing black, all kinds of russet, 
tan and other light-colored leathers. It is very easy to dye light- 
colored shoes a permanent jet black with Repco Dye. When dry, 
it can easily be rubbed up to a smooth, glossy lustre. 


The shoes will look as though they were always black. Repco has 
no offensive odor and is unaffected by water. 


Repco Dye is now put up in convenient 24-ounce bottles. This 
new size is particularly adapted for home use. Your customers will 
welcome Repco as a means of getting longer wear out of their light- 
colored shoes which have become hopelessly soiled. Black polishes 
and pastes can be applied over Repco with excellent results. It will 
pay you to keep a supply of Repco Dye on hand. 


For Sale by Shoe Findings Dealers 
United Shoe Machinery Corporation, Boston, Mass. 


San Francisco Branch: 859 Mission Street Pi 
J. K. Krieg Company, 39 Warren St., New York City 
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Suspended high over rivers and canyons, highways of 
steel and stone successfully overcome great natural 
obstacles—gaps that hinder progress from one center 
toanother. They are built when the demand for rapid, 
positive communication becomes imperative. 


This paper is a bridge on the highway of business, 
created by insistant demand for news and ideas. It 
establishes a direct route—a positive means for the 
intercommunication of ideas between the scattered 
branches of your trade. 


Being direct, it assures rapid distribution of ideas, a 
means for keeping abreast of developments. Being a 
member of the A. B. P., it guarantees you the best, 
most reliable information both editorially and in the 
advertisements which it carries. 


Take the shortest and best route to up-to-the-minute 
news. This A. B. P. paper leaves no gap in supp 
information which is helpful to you in the conduct 
your business. 


THE ASSOCIATED BUSINESS PAPERS, Ine. 
Executive Offices: 220 West 42nd St., New York, N. Y. 
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An association of none but qualified publications reaching the principal 
flelds of trade and industry. 


The Boot & Shoe Recorder is a member of The A. B. P. 
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In This Issue 


“A Simple Way to Control Stock,” detailed 
instruction on how to use a perpetual inven- 
tory in your hosiery department, on page 146. 
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Wanted Shades 


Black 

White 
Atmosphere 
Blonde 

Cedar 

French Nude 


No. 806 is a pure silk Seles 


style with 23 inch boot, ; Leather Grey 
Gun Metal 


7 inch elastic mercer- Maize 
ized lisle top, fashion oe 
iscuit 
marks, 4 ply heel and Dawn 
° Silver Grey 
toe with double sole Toast 
D Woodland Rose 
ozen Dove Grey 
Parchment 
$ § 00 Grain 


Champagne 


Cooper, Wells & Co. 
250 Broad St. 
St. Joseph Mich. 


Mills at St. Joseph, Michigan 
and Albany, Alabama 
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Tell this story to every Salesperson 


behind your Men’s Hosiery counters 









Something New 
in Men’s Hosiery 
invisibly reinforced all 
over these new socks 
wear far longer than 
those you have been 
wearing. And only 


35¢ to $7.00 


MAIN FLOOR—HOSIERY SECTION 











(The above is simply « suggested 
use of Electros Nos. 8 and 26) 


RUFAB Bi-Spun socks are a radical step 

forward in hosiery making. They are in- 
visibly reinforced all over by a scientific 
process which doubly strengthens the yarn 
without adaing bulk or weight. 


Because of this process they are guaranteed 
unconditionally—they must give your custom- 
ers more satisfaction than they expect, or we 
want them to have their money back. And 
we stand behind this guarantee with all our 
resources. 


They are color fast. They fit, and keep on fit- 
ting through many extra launderings. They are 
well made throughout of the finest materials. 


They are made in materials, colors and pat- 
terns to suit the taste and the pocketbook of 
every customer on your list. The low-price 
man can afford them; the high-price man will 
be proud to wear them. The prices, retail, 
range from 35c to $1.00. 


Send for this 
folder showing the 
useful electros sup- 


plied FREE. 


And every man and his wife will appreciate 
the extra wear and freedom from holes that 
Bi-Spinning has added. 


\Y 


Co-operation that Increases Profits 

Trufab co-operation includes a distribution 
system which permits you to keep your stocks 
fresh and up to date at all times. It includes 
national advertising, plus an excellent assort- 
ment of electros and show-cards, which we 


will be glad to send you. 


Write for the location of the nearest 
Trufab Distribution point. 


CLIMAX HOSIERY MILLS 
Founded 1902 ATHENS, GEORGIA 
New York Office: 366 BROADWAY 


Jrufab 
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Look What These 
Merchants Did! 


**Sold out completely the style 
numbers referred to specifi- 
cally in your Christmas ad.”” 
Ladin Company, 
Houston, Texas 


**Increased sale40% on Allen- 
A Hosiery during display. ”’ 
The Biggs Store, 

Kincaid, Kansas 
























par. off 







H 0osier y **Wonderful success. We are 

for men, women and childess doing great business with the 
Christmas display.” 

Un d erwear B. L. Lieberman Co., 





Catton ensiie tah end tit Grand Rapids, Minn. 


style—for men and boys only 







**The display with local ad- 
vertising has made Allen-A 
Hosiery our best profit maker 
during the Christmas selling 
season.”” 

Sampson Dry Goods Co., 
Maryville, Kansas 





© A.A. Cc 









3785 ‘*The Chiffon 
Sor Dancing’ — 


a feature number for 
Christmas Shoppers. 


















Now- 


Would you like to double or triple your 
Holiday Hosiery Sales— without any extra 
work or expense? Then sign and mail 
the coupon at once and we will send you a 
Christmas merchandising plan that doubled 
and tripled the hosiery sales of 1800 mer- 
chants last year. 


This plan is worked out to the finest detail. 
It covers every point—photographs of win- 
dow displays, display cards, newspaper 
advertisements and full instructions. 

To make this plan most sutcessful we 
recommend that you feature style number 
3785, ‘“The Chiffon for Dancing.’’ This 
is a real leader that is sweeping into un- 
precedented popularity everywhere. It will 


THE ALLEN-A COMPANY, KENOSHA, WISCONSIN (2 uick. eecwaneccnsconeuunen J 
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a tested plan to double 
your Holiday Hosiery Sales 


1800 merchants used this plan last year—it doubled 
or tripled their Christmas Hosiery Sales 


: We'll send it to you—Free! 









catch the fancy of Christmas Shoppers. 





Merchandise ordered before November 
15th will be packed in Christmas Boxes, 
free of charge. 











Every Allen-A merchant who has not al- : . 
ready ordered his Christmas Hosiery re- Mail Ti ee 
quirements and this special NOW! 

r--- are a 








Christmas Merchandising 
Deal should do so NOW. 
Simply sign and mail the 
coupon. Without cost or 
obligation, we will send you 
this plan which doubled and 
tripled the holiday hosiery 
sales of 1800 merchants last 
year. Mail coupon at once! 





THE ALLEN-A COMPANY 


Kenosha, Wisconsin 






Rush me your special Christmas Merchan- 
dising Deal. It is understood that you furnish 
this without any cost or obligation to me. 


Name 








S Birinet Baa i ee ee 
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NCo. §25 is a popular Gordon num- 
ber. Chiffon, silk to top—this hose 
gives good service and retails for 
around $2.00. 


ordon 


HOSIERY 


Reinforcements 








HOSIERY SECTION 


This chart shows the qualities women look for in hosiery 


and the relative importance of each. 


—and you will know what the modern 


Housewives, college girls, business 
girls—all types, all classes of women 
from 16 to 60 were asked what in- 
fluences them most in buying hosiery. 

Their answers prove conclusively 
that the three things in hosiery out- 
standingly important to the Amer- 
ican women today are—Wearing 
quality, Color and Value. 

Prove to a woman that the stock- 
ings you sell will give her better 
service—that whether she pays two 
dollars or three, you can offer her 
matchless values—that you give her 
not only the right colors but colors 
that will not grow streaked and 
faded-looking 

seu And that woman will spend 
her hosiery money with you 100%! 


| Brown Dureett Company, 11 West rgth St., New York or 104 Kingston St., Boston 
Kindly send me free of charge a copy of your new portfolio—*‘Specializing for Profit.”’ 


Name 


Sk 6,000 Women 


“What do you look for in hostery?” 


woman really wants 


That is why so many flourishing 
hosiery departments are today spe- 
cializing on Gordon. Because for 
years Gordon has been developing a 
line based on these very principles. 

Not only surprising value, due to 
the careful selection of materials and 
perfect workmanship — not only 
smart and lasting colors given. by 
dyes made according to the old 
European formulas. But Gordon 
hosiery gives your customers the utmost 
in value at each standard retail price. 

a en If you have not already 
seen our new portfolio, “Special- 
izing for Profit—a study of the 
modern hosiery department,” let us 
send it to you today. The coupon 
will bring it. 





Address 





City 





State 


| 
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RETAILS 
at 91-0 


No. 635. A staunch, good 
looking service stocking for 
women and misses. Silk 
plaited over rayon. Very 
fine gauge. 23-inch boot; 
high spliced heel; fashion 
marks. In 43 stylish shades. 
Today’s best dollar hose. 


Your One Best Bet 
in a $1-Retail Hose 


SERVICE stocking with real 

“looks”! A $l-seller with a 
value half again as great. A sure 
lead to greater sales, for Buster 
Brown No. 635 has every feature a 
woman seeks in a stocking: 


—the ankle-hugging fit 
—the high spliced heel 
—the fashion marks 
—long service at low price 


This exceptional value has already been 
warmly applauded bythetrade ... viathe 
re-order route. Available in forty-three 
of the season’s most fashionable shades. 


The Buster Brown Service Plan, giving 
overnight delivery service on original 
stock and fill-ins from nearby distribu- 
tor’s warehouse, keeps your stock fresh 
and eliminates all risk of Hosiery De 
partment losses in your store. One word 
from you and all details will be given. 
No obligation whatever! 


Write to the selling agents for 
full details of the line, prices, etc. 


Amory, Browne 2 Co. 


BOSTON CHICAGO NEW YORK 


BUSTER 
BROWN 


REG. U.S. PAT. OFF. 


HOSIERY 
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‘TH be 


better prepared 
next 
Christmas!” 


“In the first week of the 





Christmas rush my entire 
McCallum stock was ex- 
hausted. Many of my cus- 
tomers were disappointed. 
Next year I'll be better pre- 
pared.” This is what dozens 
of hosiery buyers tell our 
salesmen every year. 


“\ 7EXT CHRISTMAS” is just around the 
XN corner. Will your McCallum stock 
stand the strain of stimulated holiday buy- 
ing? Will you be “out” when women ask to 
see the lovely new McCallum numbers? 

With a generous stock of fast-selling 
McCallums you are certain to make a splen- 
did profit. And you will never be forced to 
ask women to accept a “just as good” 
substitute. 

Most stores do sixteen to eighteen per 
cent of their entire year’s hosiery business 
during the month of December. This is the 
time to add a generous stock of fancies and 
lace clocks to your assortment of regular 
McCallum numbers. These more expensive 
numbers always sell rapidly at Christmas 


time. And they help pull up your average 
value per sale. 

You will find that practically every 
McCallum number is a big seller during the 
holiday season. For gifts, for wear at the 
holiday dances and teas—every woman 
wants stockings of the finest quality —stock- 
ings that do justice to lovely new frocks. 

And don’t forget the men, who every 
Christmas buy silk hosiery for wives, sisters 
and fiancées. They, too, want the best. And 
they know they are taking no chances when 
they send her a gift of McCallums. 

Again we say, go over your McCallum 
stock mow. Don’t be out of any popular 
McCallum number ¢his Christmas. Send 
your holiday fill order today. 


WRA. RS T HEM 
issue of October 2, 1926 
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TRADE MARK 


Underhose 
for the 


Blustery Days 
of Fall 


WOMEN’S UNDERHOSE 

No. 3182 U —Women’s “Onyx Shere- 
sole’’ seamless wool underhose. Fine 
English my ag lisle sole. Sizes 89s 
to 109s; ¥s doz. boxes; per doz. $7. sn 
No. 3190 U—Women’s “Onyx” sea: 

less silk and wool underhose. All =) 
and pure silk mixed. Sizes 8¥§ to 10%s; 
% doz. boxes; per doz... . . $12.00 

“Onyx Pointex”’ is made in all 


HERE'S a selling thought for your hosiery department for the p) cigutan Mee se v8 
wintry days that are just ahead. Silk, with Lisle Top and Sole 
No. 145— avs Pointex’’, 


Go on selling “Sheresilk” and the other “Onyx” numbers that sheer weight 
No. 155—"On ¢ Pointex”, $12.50 


are just a step away from the cobweb in their filmy, gossamer- medium weight 
No. 255— Save Pointex”’, 


service we 


like sheerness. 
No. a, 358, ot Pointex $15.00 


But, sell “Sheresilk” in combination with “Sheresole’—that new Sheresi 
Silk, with New Fous-Inch 


“Onyx” under-stocking that makes it possible to combine the style Lisle Welt and Sole 
of sheer hose with the warmth of the heavier type. No. 265—“Onyx Pointex”, 
“Sheresole” hose is made of the best quality of wool, with lg. 365. Onyx Pointex 
English mercerized lisle sole, giving the necessary thinness for Pure Thread Silk 
shoe-comfort. “Sitresilk's chiffon 
Have you received your copy of the new “Onyx” catalogue intex”, 


for Fall? 
, Sheresilk”’, extra fine 


66 99 gauge, chiffon weight . 
Onyx 


$15.50 


FAlosiery 
“Onyx"Hosiery in Manufacturers 


t 1107 Broadway, New York 
Ne © 1926 Chicago Philadelphia Boston Buffalo 











San Francisco 
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Hosiery Maintains Place as One 
of Important Parts of Costume 


HE rumble in the fashion world 

a short time ago, bearing with 
it the reports of efforts to 
bring back long skirts, has died 
away to a mere whisper, and it now 
seems that skirts are to 
be as short as ever, which 
means that silk hosiery is 
still to form at least a 
third of women’s cos- 
tumes. Silk to the knee 
is the order of the day, 
just as it has been all 
summer. The demand for 
stockings with short silk 
boots is slight, even in 
the cheap seamless hose. 
Another feature that 
the short skirt establishes 
is a. continued strong de- 
mand for sheer hosiery. 
With stockings so promi- 
nent, the sheen that 
comes in chiffons is a 
much desired attribute 
and women want it, even 
at the expense of some 
discomfort. While  ser- 
vice weight hosiery is 
still worn to some extent 
by women whose legs 
bear too many blemishes 
to permit the wearing of 
chiffon hosiery, those who 
can wear the extremely 
sheer leg coverings are 
doing so. In all large 
cities the demand for 
chiffons is as strong as 
ever. This should serve as a tip to 
the hosiery buyer in shoe stores not 
to shift too sharply from chiffons to 
service weights for winter selling. 
As a matter of fact, chiffon stock- 
ings this winter will give the wise 
retailer an opportunity to do an 


extra business on wool underhose. 

There is no blinking the fact that 
the full fashioned hosiery trade is 
perturbed over prices at present. 
The upset in the market came last 


Silk and lisle, fancy stripe full fashioned sports hese 
from the line of the Lehigh Silk Hosiery Mills 


month when one of the large mills 
selling direct to retailers made a re- 
duction in the price of its seven- 
strand all-silk chiffon full fashioned 
stockings to $12 a dozen. Up to the 
present this has been the sole in- 
stance of price cutting among mills 


selling direct to the retail trade with 
the exception of some special lots 
thrown on the market. What the 
current month will bring forth is 
problematical. Some of the large 
buyers are holding off 
placing orders at present 
in anticipation of a gen- 
eral price reduction 
throughout the trade. 

It is well to examine 
into the situation and see 
how things stand. Un- 
doubtedly the production 
of full fashioned hosiery 
in the last few months 
has. been’ exceptionally 
large. Whether consump- 
tion has kept pace or not 
is almost anyone’s guess. 
There are unverified re- 
ports that some conces- 
sions have been made 
here and there for large 
lots of chiffon hosiery. 
On the other hand, large 
manufacturers of high 
standard goods are main- 
taining their prices, and 
if they feel that a reduc- 
tion is coming they have 
kept the belief to them- 
selves. Even the largest 
buyers admit that they 
have no direct informa- 
tion from the primary 
market indicating any 
general price reduction. 
The talk of price reduc- 
tion is strongest among some of the 
large distributors, and the feeling 
that reductions are coming is based 
primarily on the belief that there 
has been some overproduction of 
chiffons. 

Some definite action toward set- 
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tlement of the present uncertainty 
probably will develop by the middle 
of the month. The large mills sell- 
ing distributors at that time are ex- 
pected to make prices for the first 
period of 1927. As usual, the prices 
of one leading concern probably will 
set the pace for the entire trade. 


T is admitted that any change in 

price will be based on market con- 
ditions. There has been nothing in 
the raw silk or labor markets to indi- 
cate any drastic change in prices. 
Even if prices on chiffons or per- 
haps some other types of hosiery are 
forced to lower levels, it is conceded 
that the reduction will be slight and 
probably will be of a temporary na- 
ture until production has been once 
more geared close to actual con- 
sumption. 

There is nothing in the situation 
to frighten the retailer. He must 
decide for himself whether to delay 
buying or to place orders now. As 
a matter of fact, regardless of any 
possible price changes, if his stock 
is low he would do well to replenish 
on good selling numbers, at least, 
immediately. 

Reports from all over the country 
indicate that the public is buying 
hosiery in normal quantities. In 
some places business is decidedly 
brisk and much ahead of last year. 
Some special offerings at retail have 
been made here and there to stimu-~- 
late business and almost without ex- 
ception public response has been 
excellent. The general public prob- 
ably has a keener knowledge of real 
hosiery values today than ever be- 
fore. 


HROUGHOUT the country, and 

especially in shoe stores, full 
fashioned silk hosiery priced at just 
under the $2 a pair price is selling 
freely. The $1.85 and $1.95 stocking 
is the big seller, whether it is all- 
silk chiffon, chiffon with a cotton 
hem and sole, or the standard ser- 
vice of semi-service weight with the 
cotton hem and sole. 

The demand for chiffon hosiery is 
as strong as ever and present indica- 
tions point to a winter in which, re- 
gardless of weather conditions, wo- 
men will wear sheer hosiery. Those 
whose health will not permit of such 
light leg coverings probably will take 
to underhose. Keen students of the 
buying whims of women are con- 
vinced that the fall and winter sea- 
son in which we are now working 
will see the largest volume in the 
underhose business that ever has 
been done. The ticket seems to read, 
“The sheerest of sheer hosiery and 
wool underhose.” 
Issue of October 2, 1926 
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In connection with sheer hosiery, 
the trend is decidedly toward still 
finer gages. One of the leading pro- 
ducers of chiffon hosiery in this 
country has put in machinery for 
the manufacture of 57 gage hosiery, 
the finest yet made in this country. 
Hosiery of this fineness has been im- 
ported in small lots from France, 
but hitherto has not been made in 
America. The French hose, of 
course, have not been noted for their 
wearing quality. It cannot be ex- 
pected that the American made 57 
gage stockings will wear as well as 
the heavier gages, but in view of the 
fact that, weight for weight, Ameri- 





Fine English wool jacquard half hose 
in soft color combinations. Imported 
by Taylor & Watson 


can hose in the past have shown su- 
perior wearing qualities in compari- 
son with the French hose, it is not 
unreasonable to expect a modicum of 
wear from the extremely fine hose 
made here. This particular stocking 
will be ready for delivery early next 
year. 


LL along the line there has been 

a demand for still finer hosiery. 

The makers of the higher priced 
stockings, those retailing from $3 a 
pair upward, report a steady im- 
provement in their business. Some 
retailers have given up the struggle 
that comes with the sharp competi- 
tion for the hosiery business of a 
town at prices just under the $2 
mark and are now directing their 
sales efforts toward the customers 
who can and will pay higher prices 
for fine hose. Even in the smaller 
towns, it is said, there is enough de- 
mand for hosiery running around 
$5 and $6 a pair, and even higher, 
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to justify at least one merchant’s 
efforts to satisfy it. 

Resident buying offices in New 
York report that retail stores in gen- 
tral are now placing their orders for 
holiday stocks in rather generous 
quantities. This applies particu- 
larly to the higher priced lines. De- 
partment stores and specialty shops 
with large hosiery departments are 
counting on an even strenger ho- 
siery business during the coming 
holidays than. ever before. With 
hosiery a much more conspicuous ar- 
ticle of woman’s attire, they argue, 
it is only natural that hosiery should 
loom up more brightly in the line 
of gift articles. At least that is the 
way that some of the big merchan- 
disers have figured it out, and some 
large orders have been placed for 
fine hosiery to be sold mainly for 
gift purposes. 


HE sports hose field presents a 

fairly active scene at present. Re- 
tailers have bought rather gener- 
ously of the new silk and lisle and 
silk and wool sports hose for women. 
New patterns in stripes especially 
have taken hold strongly and are 
selling well, not only over the retail 
counters but in the wholesale mar- 
kets. The trend in sports hosiery fol- 
lows that in regular hosiery, so far 
as fineness is concerned. Heavy, 
bulky sports hose are no longer 
wanted. The main idea in sports 
hose now, as in other hosiery, is the 
appearance, rather than comfort or 
wearing quality. Women’s sports 
hosiery also is being purchased with 
the holiday selling in mind. 


There has been little change in the 
children’s hosiery situation. For 
street wear, most children are being 
provided with heavy cotton, cotton 
and wool, or all wool sports stock- 
ings. Retail shops find that both 
boys and girls, up to the age of 
twelve, are demanding about the 
same kind of street stockings. Both 
the cuffed and straight topped types 
are selling. One particularly active 
number is an all-wool, light-weight 
ribbed stocking, with a straight top 
and knitted in garter of contrasting 
color. Wool or cotton and wool have 
some into strong demand with the 
opening of school. For girls, ribbed 
hose that are sufficiently long to 
cover the knee, are safe numbers, 
since the girls around ten and twelve 
years of age wear their stockings 
over the knee or rolled down indis- 
criminately. Plain hose in black or 
brown serve this purpose admirably. 
For dress wear, of course, the 7.8 
hose in silk is still the popular seller 
for young girls. 
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Trend Toward More Conservative 
Patterns in Men’s Halt Hose 


Golf Stockings Also Show Plainer Effects 


HERE have been no 
startlingly new de- 
velopments in the 
men’s hosiery field over 
the period of the last 
month. The trend 
toward more conserva- 
tive patterns and weaves 
has gone steadily for- 
ward and is beginning to 
make itself felt, even in 
golf hosiery, which was 
thought to have been 
immune from this in- 
fluence. 

Conservatism is defi- 
nitely under way. In the 
high priced lines of 
men’s half hose it has 
been a dominant feature 
for the past several 
months. The demand in 
high grade hosiery for 
men has swung more and 
more toward plainer and 
neater effects. This does 
not mean that the abso- 
lutely plain hose is the 
leader. Far from it, and 
there are few in the 
trade who predict a re- 
turn to plain hosiery for 
men, except in the 
staples, for which there 
is always a steady de- 
mand. But it does mean 
that in high priced lines 
at least, the day of gaudy 
hose is past. It may return again, 
but at present the tendency is de- 
cidedly in the other direction. 


HE well-dressed man is now 

wearing half hose in a _ soft 
ground color with clocks, stripes or 
other design in soft, harmonizing 
shade. The softness of color is one 
of the distinguishing marks of the 
current season. It is seen not only in 
the fine lisle hose, but in the lisle and 
silk, wool and silk and even in all 
wool hosiery, where color and pat- 
tern formerly ran riot. The latest 
importations of fine light wool half 
hose are all in soft ground shades, 
mainly of the beige persuasion, with 
clocks, small designs or other em- 





Fine English wool ribbed jacquard golf hose, showing the 
trend from large patterns of the past to the smaller and 
neater design effects. Shown by courtesy of Taylor & Watson 


bellishments in soft blues, grays, 
browns or similar colors. The old 
Swastika design has been revived 
in one line with considerable suc- 
cess. 

The vogue for more conservative 
half hose has fairly gripped the 
East and is spreading toward the 
West. The West, as yet, has not 
felt the influence of this trend as 
sharply as it will later on and it 
probably will not reach its crest 
there until next spring. So retail 
merchants who have the more fancy 
patterns in stock need not worry 
about finding a sale for them. In 
the college towns, according to all 
reports, the young collegians still 
like the hosiery in rather noisy col- 


ors and large patterns. 
Getting down to col- 
ors, there is a decided 
swing in men’s hosiery 
toward the reddish tan 
casts. This is in keeping 
with the trend in shoes 
toward the more ruddy 
shades of tan and also 
harmonizes with the red- 
dish brown suits that are 
being sold for the fall 
and winter season. Then 
there is a definite place 
for half hose that will go 
with dark gray or blue 
suits and black shoes. 


HE proportion of black 

shoes to tan being sold 
at present is larger than 
it has been for some time 
past. The man who has 
not hitherto been wear- 
ing black shoes and now 
has a pair is likely to 
find his wardrobe de- 
pleted of hosiery of a 
suitable shade to wear 
with black shoes. Ho- 
siery with a dark gray 
or black ground and neat 
embellishment in blue or 
gray is finding a niche 
for this reason. The 
hosiery man, however, 
should beware of too 
heavy stocks of the 
sombre huel hose. Like their sis- 
ters, men have adopted the fashion 
of wearing rather light shades in 
hosiery. 

In the retail field there has been 
considerable price competition in 
men’s half hose in the last few 
months that has rendered the han- 
dling of low-priced goods almost 
unprofitable for some _ retailers. 
The competition has been keen in 
the 50 to 75-cent merchandise and 
some retail shops are swinging to 
higher priced hosiery as a result of 
this cut-throat competition. The 
regular shoe store probably finds it 
extremely difficult to buck the com- 
petition in cheap half hose fur- 
nished by the department stores. 
Issue of October 2, 1926 
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Placing Increased Emphas 


Clever Ways of Utilizing Small Spaq 


ERIODICAL surveys of retail all kinds of typographical tricks. type several sizes larger than the 
Prrseessine are interesting for Type devoted to discussing hosiery is body of the advertisement and is 
two reasons: in bold face or italic, or a rule is further made to stand out by the rule 
First, they show what other mer- placed around it, or a different which the printer put around it. 
chants are doing. size and style of type are used. 

Second, they disclose the trend of Consider, first, the simplest pee 
retail advertising—show clearly just form shown here, the advertise- For Your osmartest (1 e/ 
how various sales problems are being ment of Oser Brothers of New- 
met and solved through the medium port News, Va. Here is given Afternoon Gostume 
of the printed word. nothing but the one word “Ho- 

Examples shown on these two siery,” but it is printed in a I MILLER 
pages were selected almost at ‘ CfifthrAvenue 


random from a clip of more than Tr 
1000 retail advertisements from A U T U M N FASHIONS 


all sections of the country—all 

having appeared in the news- FOOTWEAR. ) 
papers within the last three O S 
weeks. Nu 

Even the most cursory study FA S HI 

reveals an increasing degree of 
emphasis placed on hosiery. Al- 
though rarely is it mentioned 
before the shoe discussion is 
closed, it is emphasized by using 








REMY SHOES - Finest Quality -HOSE | fp “A doree” 
MONDAY and TUESDAY! -,0m autem slipper of stoi 200% 4, Batant, sith 
a 


Last 2 Days 


of our final summer clearance 
in which we will sell 


1614 Pairs 
Women ’s Shoes Attract! Sports ome-strap slipper ot 


all patent; ef patent with 


in mahy styles cetageon” qualities. ment @aake trim 1%” " - 
st idicalously ent vin tin Galuchat Dow: sports Beek HE time--afternoons! The 
a, tt ; 


med with silver kid. slippert-this exclusive high 


ee i TR arched model! Its place--on the 
foot of the woman who leads 
the fashion! Exclusive with 
us! 














~ nN © New ON ON On 


I. Miller Beautiful Hosiery in 
a variety of fascinating shades 
to match your Autumn slippers. 


\ Silk Hosiery "I # | MILLER @ 


—_ HARTFORD 
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A New Modease 
Fashion—The Iona 


Cousins) 
HE IONA o ss 
eled on a new last Wfodease 
with slightly broader /oma- 
toe and an additional 
height of heel not here- 
tofore used with wider OUSUNS 


toes. 


es 


fa aa igs $55 





BEAUTIFUL HOSE 


New Fall Shades! 
$4.95 pair xia Bagtiful in line—Blaok Kids, black avede trim; Brown 
2 pairs tor $3.80/ 3 pairs for $4.96 | on ~~; pall Black Suedes, all Brown Suede 
. A New Thread-Silk Long-Service Stocking 
Made with the desifeble narrow garter band—rery $1 85 
much in demand. at 


J. & T. COUSINS 
1226 Chestnat Street 
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on Hosiery in Retail Ads 


to Put Message Over to Public 


hosiery is smaller than in the main 
body of the advertisement but it is 


set off and made to appear prominent 


by having the lines of type set not 
quite so long as the lines of type 








the The I. Miller store in Hartford, 

3 e.. Conn., adopts a more graceful way 

: . of handling the subject. -In this ad- 

a vertisement, the type devoted to 
7 























Reptilean Tie, $12.50 


In this Sandal Tie we present a pattern which is 
really entirely new and different. 
It combines the graceful lines of the 
Sandal and the smart trimness of 





above. 

The J. & T. Cousins store in 
Philadelphia uses bold face type 
at the bottom of its advertise- 
ment to call attention to a spe- 
cial price on service weights. 






The Stone Shoe Co. of Cleveland 
places a wiggly rule around its refer- 
ence to hosiery and emphasizes spe- 
cial prices on two and three-pair 
lots. In St. Louis, the Swope Shoe 
Co., whose hosiery department is 
outstandingly successful, uses the so- 
called outline type in its hosiery 
heading and then sets the type lines 
longer than the main body of the 
advertisement. 

Tuttle-Scott of Lincoln, Neb., 





sxtalvacfat TO PAY MORE—RISKY TO PAY LESS! 





V 
























the Tie. 


Fashioned to conform to the Swope 

d of quality in a variety of 
‘modish materials, it is moderate! 
priced at $12.50. 





ly 


Brown Alligator. Leather. 
Tan or Gray Lizard Leather. 
Patent Leather, Brown Alligator Trim. 









Gotham Gold Stripe Silk Stockings 
OVER 6,000,000 pair of Gotham Gold Stripe Silk 


Stockings sold in one year—one pair to every 10 
women in the entire country. ; 


There is a reason for this phenomenal popularity! 
Priced from $1.85. 


Sizes ial 
8-104, 3-Pair Prices 




















































Ligard Calfskin 
HIS stunning new Paris 
creation is only one of a 

host of alluring new Fall 
Styles featured by Wise. 








Arriving Daily 
Latest Modes Direct From Designers. 
Men's, Women’s and Children’s 


One of many Our styles for 
- 1° beautiful | fall all carry 










era nes 
with the short 





’ a 
Many Other Models of Newest Design 
Priced From $9.98 to $5.00. 










Women’s Hose Men’s Hose 
«| Eure Silk, 24 inch Silk) |} sink and Lisle in colors 
All Silk from top to{ | 59, 2 pairs $1.00. 












toe $1.75. All colors. Lisle 29c, 4 pairs $1.00 











They're only half the price 
you'd expect to pay! ~ 
: 


HOSIERY 
$00 
































Tait; 
HN 
I 


New Store: 1548 Broadway 
Near 46th Street 











advertises both their men’s and 
women’s hosiery in an advertise- 
ment, the main portion of which 
devotes itself to introducing the 
new fall styles for women. The 
McBryde Boot Shop of Detroit 
makes a postscript of its hosiery 
advertising. 


“Footwear that Fashion Favors” 







































ker’s “Amola” 


— $12.50 














Oe8t << Plate 
Averee— for men 
end women ' 


’s Choice for Autumn Wear 
“Amola,” above, faultiess 
in even minor details, is a 
stunning version of the 

season’s newest fancy. 












Ltetully designed with turn sole, high 
ike heal “—J"useuie arch 
—And so attractively priced. 
Baker’s Exquisite, Sheer, 
‘armonizé, 


Chiffon 
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Ruth Martin, Hosiery Woman 


The Daughter of the House Embarks Upon a Busi- 
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ness Career with the Enthusiasm of Youth 
and Most Methodical Thoroughness 


UTH gave her father an extra 

tight hug next morning as he 

bent over to kiss her at the 
breakfast table before going to his 
car for his drive to The Martin 
Store. 

With her last sip of coffee she rose 
and gathering an armful of maga- 
zines stepped out through the open 
door to the screened veranda. 

Ruth prepared herself for an ac- 
tive morning, dropping little heaps 
of magazines about her on the floor 
near her chair, copies for six months 
past of Vogue and the 


By O. K. Johnson 


siery manufacturers in the list! 

“But here,” she thought, “are the 
advertisements of the best known, 
the most representative mills in the 
whole country. What a superior 
type of advertising they are doing 
in the national publications! Their 
advertisements exhibit the charac- 
teristics of the best expression of the 
advertising art. It must all be very 
effective in influencing the buying 
habits of a great many people. It 
must have been advertising that, in 
the space of a few years, made 





have a color card, I would appreciate 
your courtesy in sending me a copy. 
I have seen your magazine adver- 
tising and would like to know some- 
thing about your stockings.” 


HE floor of the post office was 

ringing with her footsteps and 
those of a score of other folks as she 
walked toward the exit. Just in 
front of her a door opened abruptly 
to permit two men to emerge—a 
round, substantial looking, cheerful 
faced man, Kennard Potter, assistant 
postmaster, good friend 
of Stewart Martin, and 





Ladies Home Journal and 
the Saturday Evening 
Post. 

“The first thing I’ll do,” 
she thought, “will be to 
cut out all the advertise- 
ments of stockings. I’d 
like to see just which mills 
are doing anything to sell 
their product by national 
advertising. I want to 
see which are trying to 
market their output by 
influencing people to go 


store. 








This is the second instalment of O. K. Johnson 
fictionized story of the installation and mainte- 
nance of a hosiery department in a shoe store. 
the first installment Ruth Martin, daughter of 
Stewart Martin, owner of the Martin Store in 
Mayboro, induces her father to give her permis- 
sion to open a hosiery department in his shoe 
In this installment Ruth lays the ground 
plans for the establishment of the department. 
Follow this series through and learn how to equip 
and successfully merchandise a modern hosiery 
department.—The Editor. 





quite like a real uncle to 
Ruth—with him, the ho- 
siery buyer of the biggest 
department store in the 
city. They shook hands 
and parted as Ruth paused 
to say a word to “Uncle 
Ken,” who started conver- 
sation with a little friend- 
ly confidential gossip. 
“There’s a fellow who 
is quite stirred up. He 
came to me for informa- 
tion; he got it all right. 


In 











into local stores and ask 
for it.” 

The clippings by her side gradu- 
ally grew to the dimensions of a 
small mountain and by the end of 
two hours Ruth had finished the 
piles of magazines. Then she be- 
gan to sort out the hosiery advertise- 
ments, gathering them together in 
order, each mill’s advertising by it- 
self. 


UST before luncheon time the 

task was finished. Ruth rested 
her head against the cushioned back 
of the chair and mused upon two 
thoughts which had been gradually 
creeping into her mind. 

She was almost startled by the sud- 
den impression that very few hosiery 
mills do any advertising to consum- 
ers. This notion became conviction 
when she counted the number of 
mills represented in her collection of 
stocking advertisements. Such a 
ridiculously small number of ho- 
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American women a race of universal 
wearers of silk stockings. It must 
be advertising which builds up busi- 
ness for these mills, probably as 
much as—oh, millions and millions 
of pairs of stockings every year! 
And I’m going to help to get lots of 
this business for The Martin Store. 
Almost anyone in Mayboro ought to 
be glad to buy their stockings in 
cur store.” 

A busy afternoon followed the 
busy morning. Curled up in the big 
easy chair on the veranda, portfolio 
on lap, Ruth wrote a small flock of 
postal cards and addressed them to 
the hosiery manufacturers who are 


advertisers. She wrote them all 
alike: 
“Gentlemen: Please send me your 


booklet on hosiery. Will you kindly 
tell me something about the shades 
that are being worn this summer 
and will be worn this fall? If you 


Wanted to see how much 
truth there is in the story that 
there’s a lot of hosiery sold direct 
to Mayboro homes by canvassers. I 
showed him! Come along with me, 
Ruth.” 


E held the door open for Ruth 
to pass from the corridor into a 
big room where sorters were busy 
with the accumulated mass of letters. 
Through this they passed into an- 
other room still larger, where the 
parcel post was being handled. 
“That’s what I showed him,” said 
“Uncle Ken”; “that big truck piled 
high with incoming packages, all 
from the same mill and every one 
full of silk stockings bought by wo- 
men in this city from canvassers call- 
ing at their homes. No wonder de- 
partment stores are trying to dis- 
cover what influence is at work 
upon their stocking business. But 
he know, just the minute I showed 
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him that truck. 
He fairly jumped 
when I told him 
there is a truck 


load like that 
from that mill 
every day.” 


All the way to 
The Martin Store 
and on the ride 
home , with her 
father, Ruth was 
seeing that big 
truck load of 
packages of silk 
stockings. She 
told her father 
about it. 

“But it doesn’t 
frighten me a lit- 
tle teeny bit,” she 
said. “It only 
proves there is 
a big market for 
stockings in May- 
boro. For all the 
women here must wear them, and 
they must buy them somewhere. 
We'll show them such good stock- 
ings and give them such good service 
that they’ll decide that The Martin 
Store is the best place to make their 
hosiery purchases. I’m going to go 
for this business—and get it!” 


NOTHER morning on the shaded 
and screened veranda. This time 
with two piles of magazines, retail 
business journals, the hosiery sup- 
plement of the BooT AND SHOE RE- 
CORDER andthe Dry Goods Economist, 
bundles of both sent home from the 
store by Father Martin for Ruth to 
see. She looked them all through 
carefully, page by page, the reading 
matter and the advertisements, and 
writing with fountain pen in a loose- 
leaf book made notes of the valuable 
information she discovered in them. 
She set aside every copy of HOSIERY 
to save to read again, and clipped 
and added to her collection every 
Economist hosiery advertisement. 
Early afternoon was spent in 
Stewart Martin’s study, in the typing 
of letters on The Martin Store let- 
terhead and addressing them to the 
hosiery mills whose advertisements 
had caught her attention and aroused 
her interest. In each instance, she 
wrote: 
“Gentlemen: We are considering 
a suggestion to open a stocking de- 
partment in The Martin Store. We 
would be glad if you would furnish 
us some information about your line 
of hosiery, with any comment you 
may care to make which may be help- 
ful to us in making plans for this 
department. When will your repre- 
sentative be in Mayboro? We would 
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The glass front drawers kept the hosiery in good condition. They displayed the 
goods. They were beautiful. They gave a wonderfully definite idea of char- 
acter and class to the entire department 


like to look at your line, at the earli- 
est opportunity. If you supply any 
dealer helps to stores which sell your 
product, will you kindly send us 
samples so that we may see what 
you do to aid merchants to get 
stocking business.” 

Other letters were written to ad- 
vertisers of stocking department 
equipment, with requests for cata- 
logs and for suggestions about fur- 
nishing a stocking department in a 
shoe store. 

Ruth felt that she was well started 
on her enterprise. Some days must 
elapse before replies could be ex- 
pected from the mills, days which 
she could spend in study and planing. 
So much must be done! 

“Father,” she said one day, “you 
can’t imagine all the things that will 
have to be done before this stocking 
department of ours can be opened! 
We will have to equip the depart- 
ment with stock shelving or cabinets, 
glass display case, fixtures, stock 
boxes, counter envelopes and gift 
boxes. We will have to make con- 
nections with the mills, select the 
merchandise, get it shipped in quick- 
ly, determine a stockkeeping system, 
attach pintickets marked with num- 
ber, size and price. We will have 
to arrange good stocking displays 
and prepare suitable advertising. A 
large announcement of the opening 
of the new department should ap- 
pear in all the newspapers which 
carry The Martin Store advertising. 
And I will want some advertising 
every week. Not very much, you 
know; but a little mention of Martin 
stockings in every advertisement 
alongside the advertising of Martin 
shoes.” 


145 


“This is your 
enterprise, 
daughter. I 
think you’ll have 
to decide all these 
questions your- 
self. I know 
shoes; but I can’t 
help you much 
with stockings.” 

“There is a 
matter on which 
I would like your 
opinion now,” she 
said, “I am won- 
dering what sort 
of arrangement 
we should have in 
the department 
for taking care of 
stock. Shall we 
have plain shelv- 
ing? Or shall we 
have a_ cabinet 
with drawers, and 
shall the drawers 
be faced with wood or have glass 
fronts?” 

“I wish you could see the depart- 
ment I visited in the wintertime, not 
long before Christmas. I told the 
department manager I was interested 
in the fine new equipment of her sec- 
tion, and asked her opinion about it, 
how she liked it, and whether it was 
as easy to work with as the open 
shelving. She had only nice things 
to say about her cabinets. They kept 
the hosiery in good condition. They 
displayed the goods. They were 
beautiful. They gave a wonderfully 
definite idea of character and class 
to the entire department. You know 
what they are, father.” 





sé HEY look good to me, daugh- 

ter. There is no doubt they 
would add class to ou. store—if you 
decide to have them put in.” 

Father Martin smiled teasingly. 
Ruth perked up her little round pink 
chin and declared: 

“Now that we have discussed it, I 
shall not refer to this subject again, 
father, until the department is ready 
to open for business.” 

(To be continued.) 


One Blending Color 


When Lord & Taylor, New York, 
put on a style review in their fabric 
department last month, the manni- 
kins did not have time to change 
stockings with the costumes. The 
problem was to find a shade of ho- 
siery that would blend with all fall 
colors in fabrics. After much de- 
liberation Miss W. Roenke. finally 
selected sun-tan as the hosiery shade 
to turn the trick—and it did. 
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A Simple Way to Control Your 
Hosiery Stock 


Inventory and Sales Record on One Sheet 


EYER LEWIS of Lewis Bros. 
M wanted to know some things 

about his hosiery depart- 
ments in his Joliet, Ill., stores. He 
wanted to know what sizes sold best 
and in what proportions, what prices 
were best and at what times of the 
year, what were the high and low 
spots for the various weights and 
textures, what num- 


number of the same grade was 
added, rather than eut the price. 
This was just what was needed to 
start things along. 

In another case, a line of men’s 
sox that were marked $1 had lain 
dormant for five months. When the 
price was changed to 75 cents this 
line was closed out in a week’s time. 


Keeping one’s finger on the slow 
sellers that are apt to be forgotten 
is fully as important as sizing up the 
regulars and buying the new ones, 
in the opinion of Mr. Lewis. 

As stated before, each card gives 
the history of one color of one num- 
ber. The entire system, therefore, 
would consist of as many of these 

sheets as there were 





bers needed special 
efforts to stir up the 
selling. 

As he had other 
things to look after, 
he wanted something 
to give him all this 
information quickly O 
and accurately. He 
did not want a big, Tar. 
cumbersome bunch of 
records, so devised 
this simple system of 
his own. 

One sheet gives a 
detailed, complete his- 
‘tory of one color of 
a number for six 
months, then a con- 
cise size summary for 
the year. The chart 
is self-explanatory, 
possibly with the ex- 
ception of the two 
lines of “cost.” This 
Mr. Lewis has for the 
purpose of telling 
what the actual cost 
of the stockings were 
and what he considers 
today’s actual value 
to be. 


ALES slips are 
made out giving 
the stock numbers 
and the size of the 





different kinds of ho- 
No. siery in the _ store 
stock. 

At the beginning 
ry of the month, the 








a Stock | | 





number of’ pairs by 
sizes is entered in the 
first horizontal col- 
umn. This, of course, 








caspian —}—}— 
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hose sold. All sales © 
are checked off as O 
sold, so in running 

over the sheets, slow 
sellers stand right 
out. A line of wo- 
men’s stockings re- 
tailing for $1.50 was 
not doing as well as 
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is the amount of 
stock carried forward 
from the previous 
month’s selling. 





N the second hori- 

zontal column go 
the receipts for the 
month as they are re- 
ceived during the 
month. The total 
goes in the third hori- 
zontal column, oppo- 
site “Ret. to Stock.” 

In the section next 
below provision is 
made for a change of 
price, so many pairs 
of each size and at 
such and such a price 
and so many pairs at 
a lower price. 

Factory returns are 
also listed and total 
net sales are entered 
in the last horizontal 
column. 

The cards are par- 











ticularly valuable- in 
showing the differ- 





ence in sales between 
any one color in chif- 








fon weights and the 








same color in service 





weights. Quite fre- 











Lewis Bros. —Form $—1M 12-15-25 


quently they do not 
tally. : 








expected, so another 
Issue of October 2, 1926 





Boot 














Boot and Shoe Recorder 





HOSIERY SECTION 


147 


& Fosicry MARKET TALK 8 


Hanan & Son Establish 
Wholesale Hosiery Dept. 


Hanan & Son, shoe manufactur- 
ers and retailers, have established 
a wholesale hosiery department in 
connection with their shoe manu- 
facturing activities. The new 
Hanan line is now ready and the 
Hanan shoe salesmen on the road 
will show it to retailers on their 
next trip. The department is the 
outgrowth of a successful hosiery 
business carried on in the Hanan 
retail shoe stores for the last few 
years. The new department is un- 
der the direction of M. L. Donovan. 
At present two numbers are car- 
ried, one an all silk chiffon and 
the other a silk with lisle top and 
foot. Probably other numbers will 
be added later. The in-stock and 
immediate shipment features, with 
the supplying of one new color a 
month to retailers will be empha- 
sized in the merchandising of 
Hanan hosiery. 


Making 57 Gauge Hosiery 
Here 


The Propper Silk Hosiery Mills, 
Inc., are bringing out a new 57- 
gauge full fashioned silk stocking, 
ready for delivery January 1. 
Hoisery of this fine gauge has been 
made abroad, but never before in 
this country. The American prod- 
uct, according to Mr. Propper, will 
be put on the market in direct com- 
petition with the French product. 
Prices have not yet been named. 
In connection with fine gauge silk 
hosiery, Peck & Peck, the New 
York hosiery retailers, recently 
drew attention’to their extremely 
sheer hosiery in an advertisement 
with the remark that a pair of 
these hose could be drawn through 
an ordinary finger ring. 


New Semi Chiffon 


A new full-fashioned silk stock- 
ing with a 2314-inch boot and lisle 
foot, semi-chiffon, is the latest 
number offered by the J. R. Beaton 
Co., Inc. The price is $13.25. This 


number supplants the company’s 
No. 910, which is now being closed 
out at $12. 

A new underhose is offered at $8 
a dozen, in addition to the two num- 
bers now selling at $6.50 and $3.75. 


Hosiery Display Limb 
Taken from Life 


The perfect feminine leg, so ad- 
judged from over 3000 entries in 
the contest run in connection with 
the National Hosiery and Under- 
wear Exposition at the Hotel Mc- 
Alpine, New York, some months 
ago, has now been taken as the 
model for new hosiery display limb 
put out by J. R. Palmberg’s Sons, 
Inc. The leg of the contest winner 
had the following measurements: 
ankle, 71.2 inches; calf, 12 inches, 
and knee, 13 inches. These meas- 
urements were used in fashioning 
the new display limb and also have 
been adopted by several hosiery 
manufacturers. As a result the 
hosiery fits the limb perfectly. 


William Brown Company 
Enlarging Plant 


Three acres of ground at Tioga 
and T streets, Philadelphia, have 
been acquired as a factory site by 
the William Brown Company, manu- 
facturers of Grantie brand hosiery. 
It is the intention of the company 
to erect, probably by the end of 
this year, a two-story and basement 
building to house a new full- 
fashioned hosiery plant, with ca- 
pacity for 100 fine gauge machines 
and finishing department. The 
present plant, which. was recently 
enlarged, will be maintained as a 
separate unit. 


Metal Stockings Introduced 
Here 


Fine gauge stocking made of gold 
and silver metal threads, which 
made their appearance abroad last 
year, are being offered to Ameri- 
can consumers at $12.50 a pair by 
Saks-Fifth Avenue, New York. 
They are produced in a number of 
evening shades to blend in with the 
prevailing evening shades in cos- 
tumes for the fall and winter sea- 
son. The vogue for metal cloths 
in evening dresses is thus paral- 
leled in hosiery. 


Gilbert Sole Agent for 
French Lisle Line 


S. L. Gilbert & Com New 
York, hosiery importers, were been 
appointed sole agents in this coun- 





try for one of the large French 
producers of lisle half hose. Mr. 
Gilbert has just returned from 
abroad, where, in addition to mak- 
ing arrangements for the French 
lisle line, he also purchased some 
German and Italian hosiery. 


Put Out New Line 


The Century Hosiery Mills, a sub- 
sidiary of the Century Ribbon 
Mills, Inc., recently introduced a 
new line of hose to be called the 
“Century,” including five  full- 
fashioned and one mock-seam stock- 
ing. There are two 39-gauge, two 
42-gauge, five-strand, and one 48, 
three-strand, hose in the new group. 
The mock-seam stocking has a lisle 
foot and top, but the others are 
all-silk. A full range of colors is 
represented, with moonlight, 
French nude, woodland rose, and 
champagne in the lead, according 
to Wm. Melniker. 


Adds Three Numbers 


Three new numbers have been 
added to the fall line of the Rosen- 
hain Co., New York—a sheer, a 
medium weight, and a serene 
chiffon. 

The first has a lisle welt and ‘silk 
toe. The medium weight umber is 
a silk stocking with a lisle foof and 
lisle welt. The service chiffon is 
all-silk to the top, with a mercer- 
ized foot. Prices of the three are 
$14, $13.50, and $15, respectively. 


New Hosiery Concern 


Sam Berkowitz, formerly with H. 
Hillelson & Son, Inc., has opened his 
own hosiery business, specializing in 
fine full fashioned silk hosiery. His 
headquarters will be at 3 to 7 West 
Twenty-second Street, New York 
City. 


Hosiery Display Plaque 

The hosiery department of Thayer 
MeNeil Co., Boston, has recently in- 
augurated an innovation in a glass 
hosiery plaque, which rests in groups 
of two at top of a hosiery case, and 
underneath which plaque is placed a 
pair of “cobwebby-like” chiffon ho- 
siery. The delicacy and beauty of 
the hosiery are thus well featured. 
Very effective is the mauvette shade 
shown, the new gun metal chiffon ho- 
siery with black feet. 
Iesue of October 2, 1926 
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The-Famour-N?2 403 


| The Famous No. 403. 
withdrawn from sale 


N Wednesday, September 1st, we announced 

the startling price of $12.00 a dozen on de- 
tailed orders for our famous No. 403, all-silk full- 
fashioned chiffon hosiery. 


We now find it necessary to temporarily withdraw 
No. 403 from sale in order to insure proper service to 
our customers. 


Reinstatement of this number for holiday delivery will be 
announced in the near future. 


QUAKER HOSIERY CO. 


Mills: Sales Office: 
Philadelphia, Pa. 358 Fifth Ave., New York 


QUAKER 
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Boot and Shoe Recorder HOSIERY SECTION 


Issue of October 2, 1926 








150 HOSIERY SECTION Boot and Shoe Recorder Octo 





quel 
Fift 
puts 
at le 
of 1 
pair 
som 
alon 
freq 
arti 
floo’ 








latt 
exci 
the 
the 
Or, 


Somewhere There’s a Hoisery Retailer | * 
Puzzling About Peddler Competition | 7 








tail 





The Reclery poddteds He’s the man for whom we’ve organized a plan. We want pai 
weak spot is to meet him. Maybe he doesn’t realize just how much of of 
Kit Service his hosiery profits are leaking away into the hosiery ped- Sos 

dler’s kit. But consider: where do those millions come the 
from—yes millions of dollars pouring into hosiery bag 
peddler concerns?—Out of store profits. If you’re a d 
that retailer and want to build up a more profitable dov 
hosiery business with what peddlers now take = 
away, we can help you. Write us for our Ever- ties 
wear Anti-peddler Challenge Plan and Poster. wa: 
We'll send them free, whether or not you’re the 
an Everwear Dealer. But before you operate this plan, of 


make sure you can offer more than is in the peddler’s 
kit. Everwear has the numbers—quality—price that 








] 

outstrip what peddlers offer. We_can prove that, if I 
you'd like, with a trial offer. Will you write us dey 
today and let us help you? mes 
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THE EVERWEAR HOISERY CO. up 
Milwaukee, Wisconsin a 
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© 1926, The Everwear Hosiery Co. 
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OST shoe stores de not show 
d. hosiery in their windows fre- 
quently enough. One well-known 
¥ifth Avenue shoe retailer never 
puts in a window display without 
at least one pair of hose in it. Most 


of the time several 
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Little Stunts That Help Make 
More Hosiery Sales 


adds practically nothing to the over- 
head. 


* + 


ITH the advent of slightly 
darker shades in hosiery, the 





with the information that practi- 
cally all sheer hosiery contains 
these “clouds” and “rings,” but 
that they do not show up as strong- 
ly in the extremely light shades as 
they do in the darker tones. Above 

all the salesperson 








should not permit 





pairs are shown, 
sometimes on a form 
alongside of shoe or 
frequently arranged 
artistically on the 
floor with a shoe im- 
posed on them. This 
latter method is an 
excellent one to show 
the harmony between 
the shoe and hosiery. 
Or, the hosiery can 
be crumpled up and 
put inside the shoe. 


* * * 


HE use of glas- 

sine bags as con- 
tainers for individual 
pairs of chiffon hose 
of delicate shades is 
increasing rapidly. 
Some stores carry all 
their stock in these 
bags and find it pays 
a dividend in cutting 
down losses from 
soiled hosiery. Also 
there is something in 
hosiery handled this 
way that appeals to 
the cleanly instincts 
of most women. 


* * * 


N up-to-date shoe 

stores the hosiery 
department handles 
more than _ hosiery. 
In a well-known shoe 
store that has built 
up a most successful 
hosiery department, 
shoe buckles, fancy 
heels, garters, bags 
and even handkerchiefs have béen 
put into the hosiery section. One 


Avenue. 


weeks. 


enterprising shoe merchant who 
has handled gloves successfully has 
recently added a branded line of 
lingerie to his hosiery department. 
These little side lines often show a 
good profit, since handling them 
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New Red Cross Store in Chicago 
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Interior of the new Bokemeier & Otto store in Chicago. 
recess hosiery department in the middle of the store where it can’t 


be overlooked 


BOVE is the latest addition to Chicago’s growing list of 
fine shoe stores for women and an addition as well to the 
family of East Madison Street booteries, the new Bokemeier 
and Otto store at 53 East Madison. The new store will handle 
Red Cross footwear exclusively and is the eighth shoe shop lo- 
cated in the two blocks between State Street and Michigan 
It is the latest of the group of small shops devoted 
to special types of footwear, and Messrs. Bokemeier and Otto 
announce their pleasure in the response of the public to the 
new shop’s appearance, although they have been open only two 





old complaint of “clouds” and 
“rings” in sheer stocking is likely 
to return, in fact it has returned. 
In making chiffon hose it is almost 
impossible to avoid some cloudy 
spots and rings, even when the best 
silk is used. Salespeople should be 
instructed to meet these complaints 








customers to run 
their hands and arms 
into several pairs of 
stockings looking for 
pairs which do not 
show these slight im- 
perfections, if they 
may be called such. 


* * 


NE enterprising 

hosiery retailer 
has taken a tip from 
the so-called “ring 
shawls” of India, 
which, while made 
of wool are so fine 
that they can be 
passed through an 
ordinary finger ring. 
He put into his 
window a pair of 
extremely sheer 
hose, _ half-passed 
through a wedding 
ring. This called at- 
tention to the fine- 
ness of the hose 
more _ graphically 
than could have been 
done in any other 
way. The stunt of 
putting fine hose in 
front of a light is 
also a good one to 
illustrate the ex- 
treme sheerness. If 
arranging such a dis- 
play, however, be 
careful to have the 
hosiery a_ sufficient 
distance away from 
light or damage may 
result. 


OLOR harmony is not a bad 

thing to practice in the hosiery 
department. Light and delicate 
shades in hosiery show off better 
against a dark background. It is 
best to use dark fixtures. 
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Exclusive Patterns 


Sresh from 
Our Designing Studio 











Style No. 751 







Style No. 871-D 


Jour clox are popular ‘For cold weather days 
















Smart, stylish! Everyone wants this exclusive Here is a style that cannot be beaten for warmth 
» So =verr ; 
pattern for its originality of design. and wear. 
Hirner patterns are popular because they are Style No. 751. Made of finest French worsted 
eviginal.” Years of cnpastonne, fine yarns and plaited all to the outside, and lisle to the inside, 
skillful knitting are your guarantee of high giving Proper Weight, Warmth and Wear with- 
quality. out change to larger size shoes. 
Style No. 871-D. Rayon over lisle. Six main Made to retail as low as $1.25 per pair. 
body colors. Each hose a combination of four Style No. Ground Stripes 
beautiful tones. Extra reinforced heel and toe. 751 Black Bike and White 
Clocks are woven in and will neither fray nor 752 Dk. Red Black and White 
tear 753 Camel Tan and Bik. 
5 Lt aa White & Chestnut 
Style No. 871. Two clox instead of four. 736 Lt. Biue White and Blk 
t. it 
A DOLLAR RETAILER 758 Lt. Gray Tan ond Bleck 






We urge you to place your orders NOW for all deliveries 
that must be made prior to Christmas. 







Hirner Hosiery Co. Main Office: Allentown, Pa. 


Chicago, IIl., Office: Gale V. Smith, 408 S. Wells St. 
Cleveland, O., Office: Fred A. Smith, 1426 W. 3rd St. 
Columbus, Ga., Office: 

T. J. Fleming, 305 Third Nat’l Bk. Bldg. 


New York, N. Y., Office: 
E. W. Robischon, 389 Fifth Ave. 








To Be in Style—Show Hirner Quality Creations 
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HOSIERY SECTION 


Make Hallowe’en an Opportunity 
to Sell More Hosiery 


How to Hook Up Your Display With Fall Festival 


ALLOWE’EN is an event of 
H itroriace in the social life 

of the people. Fun and frolic 
in the festivities of this event ap- 
peal to the sense of the ludicrous and 
to the underlying superstitions of 
the masses. It is one of the most 
hilarious festivities of the season. 
There are few people that do not 
take part in its functions in some 
way or another. 

What does it mean to the hosiery 
department of the shoe store? Does 
it not mean an opportunity to sell 
more hosiery? One of its advan- 
tages to the hosiery department is 
that the symbols of the event may 
be so used in the advertising and 
displays as to secure attention to 
the displays of hosiery and create 
more interest in that line. There is 
always need of new hosiery, and 
every social event of this kind makes 
more hosiery wants. Once the at- 
tention of the public is gained to 
the displays it is only reasonable to 
expect that the needs and require- 
ments of those who see the displays 
will be supplied from the offerings 
shown. 

The Hallowe’en colors are black 
and orange. These may be freely 
combined in the window display and 
in the counter case displays inside 
the store. But it is the free use of 
the symbols of Hallowe’en that will 
get the most attention. Some of 
these symbols are: 


LACK cats, black bats, owls, 

witches, ghosts, hobgoblins, 
skeletons, grotesque human figures, 
yellow balloons, pumpkins, yellow 
jack o’ lanterns, masks, Pierrot caps, 
confetti, the moon, candles, red ap- 
ples, weird trees, frogs, toadstools, 
fences and other weird and uncanny 
objects connected with the ancient 
superstitions of the peoples. 

The merchant may approach his 
Hallowe’en displays with a spirit 
of fun and levity. The occasion is 
one of laughter and frolic. The 
more fun and laughter he can in- 
ject into his displays at this time 
the more attention the people will 
give them. 


Here is a suggestion for a weird 
window display setting that is bound 
to become the talk of the town. 
Cover the back and sides of the win- 
dow with black crépe paper, or in 
strips of black and orange. Around 
the top hang a fringe of black and 
orange crépe paper. The fringe 
should be cut long and tangled to 
some extent after it is hung. 








Halloween 
Hosiery 
Novelties 




















Figure 1 


Against the black portion of the 
back and sides hang Hallowe’en sym- 
bols cut from orange cardboard or 
paper, and against the orange 
strips hang black cut-outs. These 
cut-outs may be in the form of gro- 
tesque men and women, or of the 
more conventional cats, bats, witches, 
owls, ghosts, pumpkin jack o’ lan- 
terns, etc. 

The fixtures may be covered with 
orange and black crépe paper and 
the floor of the window with the 
same material in the same colors 
The hosiery may be displayed in the 
same arrangement as in other and 
more conventional settings, but to 
carry out the scheme to its logical 
point there should be symbols used 





throughout its entire space. Many 
of the little cut-outs sold in the 
stationery stores for home decora- 
tion during Hallowe’en will serve for 
this purpose. 


“WITCHES’ HANGOUT” may 
be made the theme of the set- 
ting. The upper part of the back 
and sides may be covered with or- 
ange paper smoothly pinned on. The 
lower part may be of black, also 
smoothly pinned in place. Along the 
top of the joining the paper may be 
cut out to represent house-tops, 
fences and weird tree forms. On the 
silhouette roofs and fences cats, 
owls, bats and snakes may be posed. 
From the ceiling bats and witches 
may be suspended. A yellow or sil- 
ver moon may be placed in the sky. 
Jack o’ lanterns may be shown with 
winking eyes, electric lights produc- 
ing the illusion. In one corner a white 
skeleton may be shown dancing a 
jig on a toadstool. If motion is ob- 
tained from a motor this may be 
made quite weird, but failing this 
the hanging skeleton with one foot 
on the toadstool and the other in the 
air and the arms flung out will do. 
In one corner a witch may be 
shown bent over a pot hanging from 
a tripod formed of rustic poles. A 
fire may be shown aglow under the 
pot by the aid of an electric lamp 
and tissue paper. The witch may 
appear in the act of stirring the 
contents of the bubbling pot. A 
very attractive stunt would be to 
have the pot filled with silk hosiery 
all puffed up as if bubbling over, 
with the feet and tops of several 
pairs forming the overflow. 


LARGE representation of a 

pumpkin can be made of crépe 
paper. This should appear to have 
one side of it roughly cut out so that 
the interior may be seen. In the in- 
terior place a pair of hose. 

By the aid of an electric fan ho- 
siery can be shown waving in the 
air. These may be held by a cat, or 
by bats flying across the window, or 
by ghosts and witches. 

A very good effect may be ob- 
Issue of October 2, 1926 
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Full Fashioned Hosiery 


Exhibit 





Entrance to the Palace of Liberal Arts and Manufactures, 
Sesquicentennial Exposition, Philadelphia 


al CORDIAL invitation is hereby extended to all merchants, hosiery buyers and their assist- 
raed ants to visit the model hosiery mill erected at the Liberal Arts Building for the manufac- 
~ ture of FULL FASHIONED, fine silk hosiery. 


This mill is now in full operation in all its branches. 
The following concerns are co-operating in this exhibition: 


Textile Machine Works, Reading, Pa. Fidelity Knitting Mills, Philadelphia, Pa. 
Apex Hosiery Mills, Philadelphia, Pa. Hancock Knitting Mills, Philadelphia, Pa. 
Berkshire Knitting Mills, Reading, Pa. H. C. Aberle Co., Philadelphia, Pa. 


Here can be seen every step of FULL FASHIONED hosiery manufacture—winding of the silk, manufac- 
ture of the legs and feet, seaming, topping, looping, boiling off, dyeing, boarding, inspecting and boxing— 
complete to the last detail. 


Skilled hosiery men will be in attendance at all times to explain any detail of manufacture. 


Liberal Arts Building—Sesqui-Centennial Exposition 
Philadelphia, Pa. 


Compliments of Harrington & Waring, New York 
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Figure 2 


tained by having the word “Hallow- 
e’en” spelled out across the display 
or the back of the window. Little 
black cats with a letter of the word 
painted on them may be used for 
this purpose, posed sitting across 
the window floor. Yellow pumpkin 
cut-outs with black letters may be 
used in a similar way. 

The chief object of the display 
should be to introduce the Hallow- 
e’en symbols into the display in such 
a way as to gain the approval of the 
public for one’s originality. The 
more fun behind each use of the 
symbol the more attention the dis- 
play is bound to beget. 

The show card is a means of in- 
troducing much fun and frolic into 
the display. On the cards the mer- 
chant can say what he can only sug- 
gest in other ways. Naturally, the 
decorated card is going to lend it- 
self more easily to this use than the 
plain card, although the latter is not 
entirely useless and when placed 
near a symbol in the decorations 
produces almost the same amount of 
admiration. 

In Fig. 1 the sketch at the bottom 
is suggestive, decorative novelties 
being used to produce the Hallowe’en 
spirit, together with the alarm clock 
on the face of which is a witch. 
There are hundreds of such decora- 
tions to be found in the pages of 
the RECORDER and other magazines. 
But someone says, “I can’t draw.” 
It requires no artistic skill to sketch 
such decorations; just a little pa- 
tience. Here’s how this sketch was 
executed. First, a suitable design 


was found in an advertisement. This 
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page was then laid on the card in the 
position it was desired to occupy, 
fitted around until it lay exactly 
where it was wanted. Then by hold- 
ing one corner of the design against 
the card a sheet of transfer paper 
was slipped under it. The best 
transfer paper is made by rubbing 
one side of a sheet of paper with a 
soft lead pencil until it is covered. 
This is better than the carbon trans- 
fer paper usually found in sales 
check books and similar books where 
duplicate documents are required, 
for the reason that the design must 
be followed in the latter case 
whether it suits or not. The marks 
made by the lead pencil transfer 
may be rubbed off with an eraser, 
but those of the carbon sheet are in- 
delible. 

After the design was carefully 
traced over, the original and trans- 
fer sheet were removed, and the 
design transferred in pencil to the 
card was inked over. A speed pen 
was used for filling in the black por- 
tion, although this might well have 
been omitted to save time. This de- 
sign should be in black on an orange 
card, the Hallowe’en colors. 


HE card reproduced in Fig. 2 is 

of a more conventional type. It 
is also useful for Thanksgiving and 
for Harvest Sale cards. A picture 
of a harvest scene will help out in 
producing this effect. The picture 
may be cut out and pasted on the 
card. The panel in which the word- 
ing appears may also be cut out and 
pasted over the picture as shown. 
By using pasted-on illustrations the 
card writer broadens his opportuni- 
ties to use Hallowe’en symbols be- 
cause he can use those of other 
artists. 

The third show card reproduced, 
Fig. 3, shows the use of a caricature 
of a cat. Many designs of this na- 
ture will be found in headings of 
magazines, in fillers and foot pieces. 
They may be utilized in either of the 
two methods suggested with suc- 
cess. 

The wording of the cards is im- 
portant, although it is not for a 
moment suggested that all cards 
should be of the “stunt” type, or 
that cards with straight English are 
not to be used because of the sug- 
gestions that follow. In fact, the 
wording of the card in Fig. 1 is 
suggestive of hosiery for Hallowe’en 
only in its wording and may be said 
to be all business, while the other 
cards illustrated are used to assist 
in getting the atmosphere of Hal- 
lowe’en before the gaze of the peo- 
ple looking over the display. 

The “catchy” card will get more 















Alll the magicof 
HALLOWEEN 


in this 
Hlosiery~ 


One Dollar 











Figure 3 


attention and be remembered longer, 
and that is worth something. The 
following are a few suggestions that 
the hosiery department manager 
may find useful. The words in the 
parentheses indicate the symbol to 
be used in decorating the card: 


“The Witchery of These 
Sheer Chiffons Will Awe 
Every Observer.” (Witch) 

“Be Wise! Now is the 
Best Time to Buy Ho- 
siery.” (Owl.) 

“No Wild-Cat Hosiery 
in This Store.” (Cat.) 

“What Do These Strong 


Forebodings Me a n.” 
(Ghost.) 

“For the Hallowe’en 
Frolic.” (Pierrot caps, 
masks. ) 


“No Leap in the Dark 
in Buying These.” (Frog.) 

“No Ghostly Runs Will 
Appear in These Hose.” 
(Ghost.) 

“Here’s a Lucky Buy for 
You.” (Cat.) 

“Witch Color Shall It 
Be? We Have ’em All.” 
(Witch.) 

“Some Pumpkins in Ho- 
siery.” (Pumpkins.) 


Be wise! Use the fun and frolic’ 
of Hallowe’en to bewitch the fair 
women of your community. Let the 
magic witchery of your new fall 
lines grip the community in awe.and 
wonder. There’s no ghost of a 
chance for loss. Strike ’em pink and 
gather in the harvest of long green. 
Issue of October 2, 1926 
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THE PERFECT 


DOLLAR RETAILER 


PURE THREAD SILK 


23 Inch Boot—For the Short Skirt 
Service Weight — Semi-Fashioned 


Guaranteed 


Against Rips and Runs 





Return 
Privilege 


Of Slow Moving Colors 


S 00 for Replacement 


DOZ. 
uzze. Immediate 
Delivery 


At: All Times 


Carlton” 
Best Colors 





Black 
Gunmetal 
Shadow 
Blue Fox 
Beige 
Biscuit 
Mulatto 
Grain 

Nude 
French Nude 
Sunset 

Bran 
Parchment 
Atmosphere 
Flesh 
Champagne 















Note: Our GUARANTEE means every customer must be 100% satisfied or money back. 
aoe = an PRIVILEGE of slow moving colors for replacement means 33 1/3 mark up and NO 


IMMEDIATE DELIVERY minimizes your investment and means more than 15 to 20 turnovers yearly. 


Other Carlton Products Which Will Show Real Profits 





No. 750 Service weight full fashioned all silk except 4 inch welt and lisle foot. $ 13 oe 


Toe guard insures extra wear. A wonderful 1.95 retailer. 


No. Ss 5 0 Fine gauge full fashioned chiffon—all silk except 4 inch rs and lisle $13 4 


foot. Chemically treated to wear exceptionally well. 


No. 2? 00 Extra fine gauge full fashioned chiffon silk from toe to top and doubly x ] 5 00 


reinforced to wear well. 











FREUND & BRICKMAN 


212 Fifth Ave. Contton, New York City 
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been disappointed. 


NEW YORK 


The rosy beige shades in hosiery, 
which have been touted as the prob- 
able best sellers for fall, have not 
come into their own as fully as ex- 
pected. The lack of real fall weather 
until last week may have accounted 
for this, but the fact remains that 
the real nude shades are 
still among the best sell- 
ers. A few weeks of 
cold weather may change 
the color situation here, 
however, it is agreed. 
Such shades as grain, 
Alesan, beige, blondine 
and nude have _ been 
leading in sales in prac- 
tically all stores. Chif- 
fons continue the lead- 
ers, although it is 
thought that service and 
semi-service weights will 
pick up with colder 
weather. There are 
many, however, who 
think that chiffons- will 
sell right through the 
winter, and this has led 
to the belief that under- 
hose will be in bigger 
demand than ever be- 
fore. 

One of the rather un- 
expected color trends 
here has been a shift 
toward gun metal and 
dark gray. Gun metal, it 
was thought in many 
quarters, would not re- 
peat in popularity after 
its vogue last winter, 





New silk and lisle full-fashioned sport hose 
pattern effect. Shown by courtesy of t 
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A been, who expected a shift away from the nude shades in hosiery this fall has 
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Reports from such widely scattered cities as New York 


but apparently gun metal has come 
to be a staple in winter selling, being 
worn by those who want a dark 
stocking, but not black. 

Even in service weight hose plain 
black is not selling as well as the 
nude shades. In all probability 
black will not sell as well this winter 
as it did last year. 





Hosiery Mills 


small, neat 


in 
he Lehigh 


and San Francisco, indicate that the nudes are still in the lead. Nudes with a 
tannish cast appear to be working in well with the prevailing mode in fall shoes and 
hosiery of this type is selling well all over the country. There also has been no appar- 
ent let-up in the demand for chiffon hosiery, in fact, it is thought now that chiffons 
will carry on as the leaders, especially in high-priced hose, right through the winter. 
The less hardy women will wear underhose for warmth, but chiffons for looks. Chif- 
fon hose are being worn generally, even for street wear. 
dark gray is reported from the East, but apparently has not yet reached the west. In 
men’s hosiery, smaller and neater effects in fancies lead in the East, but the West is 
still taking them about as wild in pattern and color as they can be made. 


A revival of gun-metal and 


Two new ideas in hosiery have 
made their appearance here in the 
last few weeks, the iridescent hose 
and the sheer hose made of metal 
threads. The iridescent hose are 
now being shown by a number of 
stores and are produced by at least 
three manufacturers, with others 
hastening production on them. They 
give promise of becom- 
ing more than a small 
fad. They are shown in 
a number of color com- 
binations. It is difficult 
to describe them, other 
than as iridescent 
or changeable. Different 
color threads are used 
in their weaving and the 
angle from which they 
are viewed gives the 
color, much as it does on 
changeable taffeta. One 
combination in gun 
metal and rose works in 
well with the wine red 
patent shoes. The 
metal thread hosiery is 
an importation designed 
to be worn with metal 
brocaded evening slip- 
pers, with which they 
harmonize. 

Sport hosiery for wo- 
men is making a big im- 
pression here, particu- 
larly the silk and lisle 
combinations and light 
wool or silk and wool. 
Stripes are the best 
sellers at present, al- 
though some ribbed and 
clocked numbers are 
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“Silk Hosiery 


Brings 3.2% of our Profit 


from 0.7% of our space.” 









The above figures are from the 


records of an important middle west- 






ern department store. 






They prove that for each square 


foot of space occupied, silk hosiery 






is an exceptional profit maker. 






Are you giving fine hosiery the at- 






tention it deserves? The market is 






still growing rapidly. Never before 


were so many women willing and able 






to pay $3.00 and more for fine 






stockings. 







Let us help you get more of this 


profitable business now. Write today 






for our special offer. 


Hlolyghe, Sith Tosiory Ca 


oO ‘YO ee, JAASS. 









358 Fifth Avenue, New York City 











453 Washington Street, Boston, Mass. 





SIE 
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Something at a Price? 


Certainly! And we'll do better than that. We'll 
offer you something unusually fine at a price and 
we don’t mean jobs. Ray-Mond Hosiery is not 
made to meet a price but priced to meet a retail 
need and this goes for Men’s and Children’s hos- 
iery as well as the famous Ray-Mond line of 
Ladies’ stockings. 


We quote a few of the Ray-Mond specials 
that have given a new value meaning to 
popular retail prices. 


A $2.00 Silk to the Welt 
Full Fashioned Stocking 


Ne. 596—Ladies’ very fine full fashioned semi-chiffon service 
stocking with a wonderful extra flare top—reinforced against 
garter runs and a heavy service foot. a popular shade. 
Dozen only $13.50. 

No. 109—Another Silk To The Welt thread silk, fine gauge, 
spring needle service stocking. Per dozen $8.00. 


No. 568—Pure thread silk chiffon to the welt. Spring needle 
knit. The clearest chiffon possible to buy. Packed in individual 
bags. Dozen $8.00. 
No. 551—Full fashioned thread silk chiffon with silk to the welt. 
An extremely fine stocking, clear, lustrous finish and serviceable. 
Dozen $13.50. 
One Twenty Five—Every inch of silk guaranteed run-proof and 
free of all irregularities. 

Ladies’ Rayon and Wool Hosiery—starting at $6.00 

per Dozen. 

Ladies’ Pure Wool Underhose—Dozen $7.50. 

Men’s Half Hose—worsted novelties—to retail for 

50c (and better). 


Ray-Mond Service includes 
advertising co - operation. 


Write for particulars. 








RAY-MOND HOSIERY CO. 


373 Fourth Avenue New York City 




















Boot 


ly o 
acrc 
stoo 
coul 
mod 
loca 
est 


| 


mov 
won 
cide 
gra 
patt 
rete 
shai 
tan, 
call 
to I 
whi 
nin 








order 






























Boot and Shoe Recorder 


ERE is a model hosiery depart- 
ment in a shoe store. It is real- 
ly only half of the department, for 
across the aisle, where the camera 
stood, is the exact duplicate of this 
counter and shelving unit. This 
modern and artistic department is 
located in the front part of the new- 
est I. Miller & Sons shoe store on 





HOSIERY SECTION 


York City. All the hosiery is carried 
in glass front drawers, and hosiery 
as well as shoes and accessories are 
shown in the long counter case at the 
front and in the high. display case 
above the hosiery shelving. Even in 
a hosiery department of this type, 
the bulk of the business is done on 





Fifth Avenue near Fortieth St., New 
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ten or a dozen colors. While about 
forty per cent of the hosiery busi- 
ness comes from the shoe salesmen’s 
suggesting hosiery to shoe cus- 
tomers, the store has built up such 
a hosiery reputation that many cus- 
tomers who do not purchase shoes 
come in for hosiery alone. Such 
business is a clear gain. 











moving well. In both men’s and 
women’s sport hose there is a de- 
cided trend, particularly in the finer 
grades, toward smaller and neater 
patterns. Jacquard effects, of course, 
retain their popularity. Soft beige 
shades with decorations in soft blue, 
tan, red and other colors have first 
call in the sport line. This applies 
to men’s wool half hose as well, for 
which consumer demand is begin- 
ning to appear. 
* * ca 


LOS ANGELES 


The trend toward slightly darker 
tones, evident in the advance buy- 
ing of the latter part of August 
and the early part of September, has 
become more pronounced as ship- 
ments of the new black and brown 
shoes for fall come in from the 
manufacturers. The _ expression 
“darker tones,” however, does not 
mean an approach to the gunmetal. 
Nothing so dark as that, except in 
service weight hosiery. In most 
cases it means the substitution of 
a brownish cast for the rosy cast 
which characterized the spring and 
summer run. Hosiery is still nude, 
although not quite so much so as it 
has been. Sheer hose continues to 
lead by a big margin. In sport hose 
a wide variety of patterns is to be 


seen, the new silks and wools and 
fancy lisles vieing with one another 
for popular fancy. 

In men’s half hose, the higher 
grade shops are scaling down a bit 
on the very fancy “fancies” and in 
many are seen plain colors with 
clockings in contrasting colors—such 
as blue or green clocks on gray hose 
or black or blue clocks on tan hose, 
etc. 


* + 


CHICAGO 


Nudes of the brownish cast seem 
stronger in this Mid-West metropo- 
lis. These are being bought for 
wear with the new brown toned 
shoes. There is still a good busi- 
ness, however, on the very light 
shades which have prevailed during 
the summer. Beige is good. So are 
all the nude shades, some designed 
te be worn with black, some with 
brown and some interchangeably. 
Full fashioned sheer hosiery appar- 
ently has established a lead which 
cannot be overcome. Service weights 
go with street costumes, but fully 
half of the women one sees on the 
street prefer sheer weights. 

The more conservative fancies in 
men’s hose which are seen in the 
East have not yet affected appre- 
ciably the sale of the more extreme 





types here. They still look quite 
wild—at least the majority of them, 
although tamed down somewhat 
from a couple of seasons ago. 

” 7 7 


PORTLAND 


Light shades in hosiery continue 
to lead here, although there is a 
trend toward slightly darker tones. 
Moonlight, nude, grain parchment 
antelope and atmosphere have sup- 
plied most of the selling during the 
past month, although in the last 
week calls have been increasing for 
gunmetal and the deeper tones of 
tan and brown. 

One retail store mentions having 
sold more sheer black chiffons than 
for many months past. These hose, 
it is believed, are being used al- 
most exclusively for evening wear 
with black gowns. They are not 
being worn on the street to any 
great extent. There has been no 
noticeable increase in the demand 
for service weights, although the 
semi-service or chiffon service 
weights are increasing in popular- 
ity. 

The demand for sports hose at 
this time of the year is better than 
usual. Many sports hose have been 
sold to girls returning to schools 
and colleges. 
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Do you want to see 


how much easier it is 
to sell a stocking with 
real selling features? 





DUO TOE and HEEL 


Reg. U. S. Pat. Off. 


Made in lisle top silks 
Medium, extra service and chiffon weights 
Also silk to top chiffon 


Write Us for Information About This Fast Selling Stocking 


ELLIOTT HOSIERY CO., Inc. 
258 Fifth Ave., New York 
“The Full Fashioned Stocking of the Future” 











«Made -According to <Measurements 
Selected as Standard 





ah aa 











A New Hosiery Display Limb made to 
the measurements of the winner of the 
Most Perfect Limb and Ankle Contest, ‘ 
conducted by the National Hosiery and 
Underwear Exhibitors. 
NO. 8810 
Manufactured by 
J. R. PALMENBERG’S SONS, INC. 
63-65 West 36th Street, New York 
CHICAGO SAN FRANCISCO BOSTON _ 


+ 




















HILSON 


Ladies’ Full Fashioned 
Quality Hosiery 


All the New Colors for Immediate 
Delivery in the Following Styles 
760—All Silk Chiffon, 42 guage, 4 thread. 
Special high heel and rectangular foot 
insert. Per dozen $15.00 


700-—Silk Chiffon, 4 inch lisle welt and foot. 
Per dozen i2.50 


1207—Silk Chiffon, lisle top and foot. Per dozen 10.75 


S00—All Silk Service Weight, 42 guage, 7 thread. 
Per dozen 16.50 


72% —Service Weight, 4 inch lisle welt and foot. 
Per dozen 13.00 


1825—Medium Weight Silk, lisle top and foot. 
Per dozen 12.25 


1925—Heavy Weight Silk, lisle top and foot. 
Per dozen 14.00 


805-—-Full Fashioned Silk and. Wool. Per dozen 13.50 
SO5o0s—-Same but outsize. Per dozen........... 15.00 
CWL-—Ladies long wool Underhose. Per dozen... 7.00 


Samples and color card submitted on request. 


Terms 1% ten days, or net 30 days. 


H. HILLELSON & SON, Inc. 
277 Fifth Ave., New York 


Established 1888 











Did You Ever 
Think of This? 


You probably have used equip- 
ment, shop-worn equipment, out- 
of-date models or products which 
you do not want but which some 
one else would be glad to get hold 


of at a price under the market. 


Classified Advertising in the 
BOOT AND SHOE RECORDER 
will move them quickly and eco- 
nomically. See Classified Section 


for Advertising rates. 
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